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ELF RELIANCE has 

x S long been classified 

as avirtue. The past 

few years, however, 

it seems to have be- 

come truly an old 
fashioned virtue for we have all 4 
been waiting—waiting for spring, _ 
for fall, for a code, for somebody ; 
or for the government to do this 
or that. The hope in expectation 
has regularly exceeded any 
achievement in fact—but many 
are still waiting. The Feed Bag 
believes it’s time to change our 
attitude. Let’s determine to do 
for ourselves what others have 
failed to do for us. 


MERCHANDISING MAGAZINE 
OF THE FEED INDUSTRY 


: 


rernanadaoValley 


-* MILLING AND SUPPLY CO. 


New $100,000 Alfalfa Meal Plant of the Fernando Valley Milling and Supply Co. 


Anticipate the Demands of Your Customers 
Take Advantage of Increasing Publicity Being Given Vitamins 


Research shows the vital importance of Vitamin A and the fact that many baffling 
troubles, diseases, a: vrtality are due to an insufficient supply. 


Add 15,000,000 Units of Vitamin A 


To Each Ton of Mash. Accomplish This by Including Only 150 lbs. of 


FERNANDO IDEAL GREENS 


This amount of Vitamin A is equivalent to the amount in 


Three Tons of Yellow Corn 


CALIFORNIA 


IN THE BAG 


FERNANDO IDEAL GREENS are made of the world’s finest 
SUNSHINE Alfalfa, grown in the mountain deserts of Southern California. 
Quickly grown and rapidly cured in a dry climate which is entirely 
unfavorable to Enzymic activity, thus retaining its exceedingly high 
Vitamin A content. A recent Biological Assay by a leading Uni- 
versity (Record on file and checked chemically in our laboratory) 
shows this marvelous meal contains 


102,000 Wnits of Vitamin A per Pound 


This is more than 20 times the average reported for sundried alfalfa 
meals and 5 times greater than the average for machine dried meals 
Use this outstanding product as an economical means of building up the Vitamin 
content of your mashes to attain the utmost in hen health, low mortality, efficient egg 
production. Your mash should provide at least 45,000 units of Vitamin A per hen 
per month. Your customers are paying increased attention to the Vitamin content of 
their feeds. Be the first in your vicinityto sell your feed on a Vitamin guarantee basis. 


WRITE US TODAY 


SALES OFFICE: 336-337 I. W. HELLMAN BUILDING, LOS ANGELES, CALIFORNIA 


= post AGE 


Permit No 4 


gun. 


@ Here are some examples of the powerful adver- 
tising support Larro dealers are receiving during 
1935. These direct-by-mail messages are going 
to poultrymen—and poultrymen are _ reading 
them with interest and confidence because Larro 
advertising is backed by the patient efforts of 
anne feeding specialists at Larro Research 
arm. 


Out of the work carried on there by these com- 


petent students of poultry and animal nutrition 
come the facts upon which Larro Feeds—and 
Larro advertising—are based. And the dealer 
who sponsors these feeds and this advertising to 
his customers is doing them a real service. 


The Larro franchise may be available in your 
territory. Write for further information now 
about how you and your trade can get the benefit 
of this outstanding line of products. 


The Larrowe Milling Company, Detroit, Michigan 


FEEDS THAT DO 
NOT VARY 


The Better the Feed . 


FOR POULTRY, HOGS, 
DAIRY 
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THERE’S PROFITABLE 


REPEAT BUSINESS IN 


POULTRY 


he uniform high quality ... extra absorb- 

ency ...and longer life of O. K. poultry 
litter assure satisfied customers and profit- 
able repeat business. That’s why O. K. is used 
and recommended by leading poultrymen 
everywhere. That’s why O. K. has been Amer- 
ica’s fastest selling Peat Litter for}more 
than 24 years. Get in on this profitable 
business NOW. Write today for prices Ye 


Inspected 


and full details. 


e Approved 


THE O. K. COMPANY 


ATKINS & DURBROW, INC., PROPRIETORS 


B-165 John Street New York City 


WISCONSIN 


CHICK STARTER MASH 


@ A reliable, time-tested chick mash is 
the foundation of your poultry feed 
business. Start them on WISCONSIN 
Chick Starter Mashand you have them 
for the year. 


Northern Milling Co. 


Feed Manufacturers Since 1883 
WAUSAU - = = WISCONSIN 


SPECIAL 


* Feed W heat— 


an unusually good quality of Can- 
adian feed wheat for poultry feed 
manufacturers or for live stock 
feeding. Sweet and free from must. 


* Fine Chick Size 
Cracked Wheat— 


uniform size and free from meal. 


Bulk or sacked. 


* Attractive Prices— 
for prompt, 30 or 60 day delivery. 


Ask for delivered prices to your station. 
Samples on request. 


Rosenbaum Brothers 


Board of Trade Bidg. 
CHICAGO - ILLINOIS 


MOHAWK 


@ Wheat Feed 


MOHAWK 


@ Cod Liver Oil 


These two high quality products 
only recently introduced to the 
trade have already won a host of 
satisfied dealers. Mohawk can help 
you profit, too. Let us quote you. 


OHAWK FEED CO. 


MILWAUKEE, WISCONSIN 
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Color Talks! 
See The New Arcady 
Wonder Mash Sacks 


Color Helps Sales! 
See the New Arcady 
Wonder Mash Sacks 


The Sensation 


of 1935 


REA 


MASHES 
CONTAINING 


Livee 
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MILWAUKEE, WISCONSIN 
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DAVID K. STEENBERGH, Managing Editor 


Volume Eleven 


March, 1935 


Number Three 


Dealer Who Serves Best Profits Most 


In Poultry Feed Business 
Should Handle Line of Good Remedies 


service, you increase their con- 

fidence in you and your feeds. 

Every feed dealer should carry a 
few of the common items used by poul- 
trymen, such as worm capsules, a worm 
powder to mix in the mashes, a good 
inhalant for treating colds or bronchitis, 
a roost paint for killing lice while the 
birds sleep, and a preparation for ex- 
terminating mites. 

If a farmer brings in a bird and you 
open it and find it full of worms, don't 
merely send him back home with a 
bunch of worm capsules. Ask him a few 
questions first, the most important be- 
ing, “How is your flock laying?” Never 
give worm capsules to a flock in good 
production, as you are apt to set the 
hens back for several weeks or even 
longer. In such flocks the birds known 
to be out of production may be cap- 
suled but the balance should be given 
a flock treatment in the mash. 

Give Full Instructions 

It is necessary to explain the proper 
use of a flock treatment to some farm- 
ers. In one instance this winter I sold 
a farmer a treatment for tape worms 
and, although I thought I had explained 
the use fully and there were also direc- 
tions on the package, this man came 
back in two weeks and reported that 
he was not getting an egg. I asked 
him a few questions and soon found 
that he had given the birds the treat- 
ment each morning in a wet mash in- 
structed but had not given the birds 
another thing to eat all day. As this 
particular treatment extended ten days, 
you can imagine how hungry the birds 
were. 

Next to worms, colds are one of the 
most common ailments of poultry in 
winter. The treatment I find best is a 
good iyhalant or spray that can be ap- 
plied to the birds while they roost. In 
some types of colds vaccination is help- 
ful. On many farms where colds are 
troublesome every winter, the difficulty 
has been eradicated by vaccinating the 
pullets for fowl pox when six to eight 
weeks old, this indicating that this type 
of cold is in some way connected with 
fowl pox. 

In the treatment of lice and mites, I 
find that the average poultryman is 
confused. Lice and mites are two dis- 
tinct parasites and require two entirely 


B: giving farmer poultrymen better 


By A. J. Hayman 


different treatments to combat them 
successfully. Lice stay on the birds at all 
times and that is why many farmers 
believe their flocks are not affected be- 
cause they do not find lice in the 
chicken house. 


A. J. Hayman 


Mr. Hayman, Edgewood Hatchery & Feed 
Store, Dresser Junction, Wis., delivered the 
address published herewith at a recent dis- 
trict meeting of the Central Retail Feed 
association held at New Richmond, Wis. 


Mites crawl onto the birds at night, 
suck their blood and crawl off again 
before morning, hiding in the cracks 
under the drooping boards, perches or 
in the walls. Sometimes they become 
so thick that they literally cover the 
walls and nests of a house. Sitting 
hens often die right on the nest from 
these blood suckers. A good roost 
paint is effective in keeping lice and 
mites away from the hens. 

Sometimes it seems that the disease 
problem is getting the best of the poul- 
try business, but when one stops to 
think of how the poultry population 
has grown, it is small wonder that the 
disease problem has grown with it. In 
her original wild state the hen was a 
native of the Indian jungle. She laid 
a clutch of 12 to 18 eggs each spring, 
reared her young and had plenty of 
clean range on which to roam. 

After being domesticated, her egg 
production was stepped up first to 50 
or 60 eggs a year and finally 300 eggs 
and over in a year. In many cases she 
has been crowded into stuffy, dirty 
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quarters with both the air and the food 
being contaminated. Is it any wonder 
disease problems have developed? The 
miracle is that we are able to keep the 
birdg alive at all. 

Encourage your farmer poultrymen to 
buy good quality chicks from a local 
hatchery if possible. All the good feed 
in the world will not make a good layer 
out of a poor run down strain of chick- 
ens. Cooperate with your local hatch- 
eryman if you can and above all do not 
knock any particular hatcheryman. If 
you can’t say a good word for him, 
don’t say anything. This is, of course, 
a good policy with any business man. 

I call to mind an instance a few years 
ago, when we sold a party several hun- 
dred chicks. As he lived a few miles 
beyond another village he asked me if 
it would be all right to use the starter 
mash sold by his local feed dealer. I 
told him that it was a good idea, for I 
happened to know the brand of feed 
that this dealer was selling. So the 
man went away happy and stopped at 
the feed store on his way home for a 
sack of starter. Evidently the manager 
of this store did not have much use 
for me, for he asked him where he 
bought the chicks and told him that he 
was a fool to get them here and pay 
such high prices. 

Needless to say, I couldn’t say a good 
word for this dealer, so if anyone asked. 
about his feeds at our store he received 
an evasive answer. No doubt, the deal- 
er lost a lot of business that I was in 
a position to switch his way. 

Push Growing Mash 

One item every feed dealer should 
push hard is a good growing mash. 
Anyone can sell a good -starter mash 
without much trouble, for every poul- 
tryman wants to give the poor, help- 
less chicks the best possible start. After 
the chicks are about six weeks old, how- 
ever, the feeder loses interest and often 
leaves the flock to shift for itself. Both 
for the sakes of the chicks .and the 
dealer, unusual methods should be used 
to keep the farmers feeding a growing 
ration. Displaying of all three mashes 
including starting, growing and egg 
mash together during the chick season 
helps, through suggestion, to encourage 
a feeder to use all of the products. 

It is a good policy to phone the 
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farmer or call at his home personally 
when the chicks are one month or six 


weeks old. If he is told that a good 
growing mash will be necessary to keep 
the birds going well, a sale for the 
dealer usually results. The use of a 
premium given when a customer's sales 
slip shows that a ton of chick feeds 
have been bought will often bridge the 
gap between the chick starter and egg 
mash period. An award that interests 
the housewife is usually effective. The 
importance of growing mash needs to 
be repeated again and again. 


ERIN JOHNSON has purchased the 


R. H. Ryan Grain Co. elevator, Elm- 
dale, Mich., and will install a feed 
grinder. 


Michigan Feed Manufacturers 
Elect Zinn President 


laws, national legislation and the 

outlook for agriculture were dis- 

cussed at a meeting of the Mich- 
igan Feed Manufacturers association 
which was held at the Olds hotel, Lan- 
sing, February 20. 

Fred Zinn, A. K. Zinn & Co., Battle 
Creek, was elected president of the or- 
ganization at the close of the one-day 
session. A. Lohman, Hamilton Farm 
Bureau, Hamilton, was chosen first 
Archard L. Ward, Mc- 


Cisse in the state feedstuffs 


vice-president; 


With This NEW 
Counter Display 


Carton! 


PHEN- 0-SAL 


TS 


Here is a new, self selling Phen-O-Sal display carton. ,Give 
it a prominent display in your store and it will help you 


increase your sales. Contains three dozen small packages 


of Phen-O-Sal, 25 tablets to a package . 


. just the size for 


the small flock owner or for oneet flock owners who wish to 


Spray Chicks or 
Hens with.... 


Dr. Salsbury’s 
CAM-PHO-SAL 


& Helps to prevent and re- 
lieve colds, roup and other 
respiratory troubles. Many 
people do not realize that 
bowel trouble is often trac- 
ed to pneumonia. To save 
their chicks, recommend 
that your customers treat 
with both Cam-Pho-Sal 
and Phen-O-Sal, at the same 
time. 


elements. 


give Phen-O-Sal a trial. 


Many hatcherymen urge their chick customers to buy at 
least a small package of Phen-O-Sal Tablets and place a few 
tablets in the chicks’ drinking water right from the start. 
Other packages, available, contain 50, 125 and more tablets. 


Dr. Salsbury’s Phen-O-Sal helps to prevent bowel in- 
fections because it is an astringent antiseptic. 
in the drinking water regularly it keeps the intestinal tract 
clear of infection because its pure, medicinal ingredients 
are carried right into all parts of the intestinal tract. Also 
aids digestion and provides many necessary blood-building 


When used 


Write for information on this new display carton and new 
Phen-O-Sal dealer prices! 
territories. 


New dealers wanted in many 


DR.SALSBURY'’S Laboratories, Charles City, Ia. 
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Laughlin, Ward & Co., Jackson, second 
vice-president, and John McAllister, 
Bancroft Elevator Co., Bancroft, secre- 
tary and treasurer. 

Members elected to serve on the ex- 
ecutive committee in addition to the 
president and secretary of the associa- 
tion are Fred Rowe, Valley City Mill- 
ing Co., Portland, and Carl Juve, Kel- 
logg Co., Battle Creek. 

More than 150 persons gathered for 
the annual banquet which was held in 
the evening. Following the dinner sev- 
eral educational talks were heard. 
James Thompson, newly elected com- 
missioner of agriculture, spoke on fu- 
ture plans for aiding the farmer, and 
Professor Anthony, dean of the Michi- 
gan State college, Lansing, discussed 
the outlook for agriculture during the 
next five years. Bills affecting the feed 
industry which have been introduced 
into congress were analyzed by Ralph 
Field, Chicago, executive vice-president 
of the American Feed Manufacturers 
association. 

Following a discussion on proposed 
changes in the Michigan feedstuffs laws, 
a committee was chosen to incorporate 
the suggestions and submit them to 
the proper authorities at the state cap- 
itol. Fred Zinn was appointed chair- 
man of the committee. Those selected 
to assist him were Fred Rowe, A. L. 
Ward, Carl Juve and Will Jossman. 


V. F. FERNEAU, formerly sales 
manager for Dewey Bros., Blanchester, 
Ohio, has become associated with the 
Wilber Feed Co., Inc., Jamestown, N. 
Y. He has been placed in charge of 
the brewers’ and distillers’ by-products 
department. 


MARLEN F. WALLDORFF, 72, 
treasurer of the Acme Milling Co., 
Olean, N. Y., passed away lebruary 9, 
following an cperation. 


STEINBERG & CO., feed and grain 
dealers, Passaic, N. J., sustained a loss 
of $20,000 in a recent fire which dam- 
aged the elevator. 


SALYARDS, INC., Pitcairn, Penn., 
has been incorporated for $5,000, to deal 
in feeds and farm supplies. Incorpora- 
tors are M. J. Salyards, C. A. Salyards 
and M. D. Salyards. 


MICHIGAN 

Wallace & Morley Co., Akron, have 
completed the construction of their new 
elevator to replace one destroyed by fire 
several months ago. 

E. B. Stiles, operator of a feed ware- 
house at Stockbridge, has constructed 
a small elevator for handling beans 
near his present plant. 

Frutchey Bean Co., Saginaw, sus- 
tained a loss of $50,000 on February 26 
when fire destroyed its plant. Archie 
McIntyre is managey. 

Ellsworth Feed Co., Central Lake, re- 
cently conducted a bread baking con- 
test among housewives to promote the 
sale of its flour. 

O. F. Faircloth, Cheboygan, Mich., is 
opening a feed store. 
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Employees Taken 
In as Partners 
Help Connecticut 
Firm Prosper 


By Errol F. Cook 


EN employed by George S. 

Phelps & Co., Thompsonville, 

Conn., take more than an or- 

dinary interest in their jobs 
and their cooperation has contributed 
greatly to the success enjoyed by this 
progressive firm. 

For a long time, George Phelps, the 
hustling proprietor, had entertained the 
idea of making the men who worked 
for him something besides mere em- 
ployees. He reasoned on the basis that 
a man who is actually a part of the 
business is more deeply interested than 
one to whom a job means just so many 
dollars a week. He also knew that 
one of the prime moves of a man in a 
responsible position, is to train another 
man, preferably younger, to step into 
his place when he can no longer carry 
on. 

Employees Become Partners 

In 1918 Mr. Phelps gathered around 
him three of his men who had served 
him faithfully. He told them of his 
plan to incorporate and take them in 
with him as business partners. He re- 
organized his plant on a dividend shar- 
ing basis, and when this move was 
completed he had three business part- 
ners. They were frankly told that from 
then on their earning power would be 
in a direct ratio to the success of the 
business. 

“A man working for so much a 
week,” said Mr. Phelps, “would throw 
away a slightly torn sack, but if he 
felt he owned a part of that sack he 
would take the time and trouble to re- 
pair it. I wanted to see my men get 
ahead and felt I owed it to them to 
help them do so.” 

The idea has worked out splendidly. 
Each of the three partners has taken 
over one particular department of the 
business. Charles Creelman continues 
as he has for 20 years to manage the 
feed grinding and mixing plant. His 
mill is the acme of neatness and pro- 
fitable operation. 

John Pickens, another veteran of 
many years’ service, handles the book- 
keeping, answers the phone and waits 
on the trade. Ira Bushnell, the young- 
est of the triumvirate, busies himself 
with outside calls, deliveries, and gen- 
eral duties about the warehouse. Each 
man takes his job seriously and is ever 
en the alert for opportunities to im- 
prove himself and the business. 

Strictly a Farm Store 

“More and more the people of agri- 
cultural communities,” explains Mr. 
Phelps, “are coming to realize the tre- 
mendous importance of a farmers’ store, 
a place where the farmer can purchase 
his supplies with every assurance that 
he is receiving proper value for his 
dollars. I’ve been operating what I 


choose to call a ‘farmers’ warehouse’ in 
this spot for 22 years and I've had a 
chance to study my business and my 
customers and to try to meet their re- 
quirements. Primarily, of course, our 
business is feeds and grain but along 
with that we carry on a diversified busi- 
ness catering to the farmers’ needs. | 
believe the two most important factors 
in our success have been quality and 
service. If a customer is promptly 
and courteously served with quality 
merchandise he always comes back.” 

The mill and warehouse of George S. 
Phelps & Co. is located in Thompson- 
ville, which is primarily a manufactur- 
ing town situated on the main highway 
between Springfield, Mass., and Hart- 
ford, Conn. Surrounding the town it- 
self, however, is a large agricultural 
section. The brick red fertile soil of 
this section is famous for its crops, the 
main one being tobacco. The average 
farmer of this vicinity is strictly a gen- 
eral farmer. Besides his cash crops of 
tobacco or potatoes he keeps a good 
milking herd and some poultry. 

Established in 1913 

In 1913 when Mr. Phelps sold his 
farm he realized the need of a farm- 
ers’ store where supplies could be pur- 
chased. Accordingly he bought out the 
L. C. Brainard mill and warehouse 
and proceeded to establish his idea of 
an institution which he felt the com- 
munity needed. Mr. Phelps played an 
important part in the introducing and 
establishing of commercial feeds in his 
territory. One of the manufacturers 
from whom he first purchased a ready 
mixed dairy ration is still enjoying that 
original contact. 

Mr. Phelps is a combination of phi- 
losopher and business man. He tries to 
visualize the future in every respect 
and if he is to make a decision which 
will affect others he invariably places 
himself in the other fellow’s shoes in 
order that he may see the picture from 
all angles. 

The warehouse of the Phelps company 
is entirely separate from the mill and 
occupies three floors. The first floor is 
mostly devoted to neatly piled commer- 
cial feeds and ingredients. One section 
of this floor is given to the office and 
to a small hardware department while 
still another section is apportioned tc 
a harness and leather goods room. The 
two upper floors are used as_ show- 
rooms for agricultural implements and 
general farm supplies. A group of out- 
lying sheds house fertilizers and build- 
ing supplies. Two outstanding features 
demand interest and appreciation—first, 
the completeness of the stock and the 
attractive manner in which it is dis- 
played and second, the extreme neat- 
ness surrounding the entire plant and 
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George_S. Phelps 


mill. Seldom is it necessary to tell a 
prospective customer, “sorry, but we 
are temporarily out of stock.” 

Sticks to Quality 

Throughout all the hysteria of cheap 
feeds, price cutting and demoralizing 
business tactics, the company has con- 
tinued along its course. The partners 
play an important part in the civic and 
social life of their community. They 
display a keen interest in questions of 
the day both in their business and pri- 
vate relations with friends, customers 
and neighbors. 

“We try to keep our business on a 
sound and healthy basis,’ Mr. Phelps 
added. “We realize all too well that 
you do a man no good to make it easy 
for him to run into debt. On the other 
hand we consider properly extended 
credit a part of the service we offer. 
I feel today as I did in 1913 when I 
established this business, that if I con- 
tinue to give my customer quality mer- 
chandise and prove to him that I am 
deeply interested in his welfare and 
success, my profits will take care of 
themselves.” 


THOMAS H. WILEY, Walker, Ia., 
is building a modern mill and ware- 
house and will install new grain hand- 
ling and seed cleaning equipment. 


INDIANA 

Garfield Vest feed mill, Brook, was 
recently destroyed by fire of unknown 
origin, with a loss estimated at $2,500. 

John Weber feed mill, Brookville, 
was destroyed by fire, February 15. 
Loss was placed at $50,000. 

J. W. Straus & Son, North Man- 
chester, has installed a new feed mixer. 

William Sharp, Linton, has sold his 
interest in the feed business to George 
Dye and will retire. 

John Abel, formerly associated with 
M. M. Marshall in the feed business, is 
planning to open an establishment of 
his own at Greencastle. 

Fairview Hatchery, Remington, has 
opened a new chick and feed store at 
Lowell. 

W. P. Truitt, who operated a feed 
store at East Enterprise, passed away 
recently following a lingering illness. 
He was 77 years old. 
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JASPER COUNTY PRODUCE Co., 
Newton, IIl., opened for business March 
2 under the management of W. H. 
Stanley and R. F. Stanley. 


G. H. WINTER, Hopkins, 
will open a feed and secd 
Thief River Falls, Minn. 


Minn., 
store in 


WILLIAM (BILL) HOTTENSEN, 
W. M. Bell Co., Milwaukee, returned 
March 4, after spending a month’s va- 
cation at Hot Springs, Ark. He was 
accompanied by his son, William, Cedar 
Rapids, Ia. 


TRIANGLE FLOUR and feed store, 
Benton Harbor, Mich., opened for busi- 
ness March 2, under the management 


his Month In Your Feed Store 


e Live Tips To Help You Get More Business 


Lunch Pails 


Farmers are exceptionally hard to 
contact during seeding, haying and har- 
vest time. Not wishing to have his 
customers forget about him during 
these “rush periods” a Wisconsin feed 
dealer obtained a large number of in- 
expensive lunch pails and had the name 


of E. V. Hough. 


of his firm and the brand of feed which 


NEW FEED 


SURE! AND 
THERE'LL 
BE PLENTY 


USERS INCREASE 


HA! ALOT OF 
NEW CUSTOMERS 
FOR FUL-O-PEP 
FEEDS / 


THAT'S WHAT 

BUILDS SALES 

FOR QUAKER 
DEALERS 


SAN 


QUAKER DEALER PROFITS 


Quaker 


FUL-O-PEP \ 


CHICK STARTER 


THE QUAKER OATS COMPAN 
— 141 West Jackson Blvd. 


INNIS 


Dept. 15-C 
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Aside from the annual spring crop of young 
live stock and poultry there are other pros- 
pective new users of Quaker Feed in your 
community —who should be your customers. 


Every Quaker Dealer knows the poultry- 
men, dairymen, hog raisers and farmers who 
are regular users of Quaker Feeds have shown 
consistent profits on their live-stock opera- 
tions. They are too well satisfied with results 
to risk a feed change. 


Others in the same community would like 
to duplicate their success. Make them 
into new Quaker Feeds customers. The 
year-round dependable uniform qual- 
ity of these feeds plus a statement of 
what they have done for others should 
make the first sale. Quaker Feeds 
earn their own repeat orders. 


Y 
CHICAGO, U.S.A. 
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he handled printed on them. Most farm- 
ers have the children bring lunch to 
them out in the fields and this novel 
idea of advertising gave the rural 
patron an opportunity to think about 
the dealer and his needs in feed while 
he leisurely munched his food. The 
dealer reports that the money spent 
for the lunch pails was a good invest- 
ment which was repaid many times in 
increased business. 


Seed Talks 


In Illinois a feed and seed dealer last 
year made arrangements with an expert 
grower to give a series of talks on 
crops that were best suited and most 
profitable for the soil conditions in the 
community. The idea attracted a large 
number of farmers and _ resulted in 
greatly increased seed business for the 
dealer. He is planning to repeat the 
series of meetings again this year by 
popular request. 


The Selling Dog 


An eastern feed merchant had a collie 
that won the hearts of the farm children 
as well as the grown folks as he ac- 
companied the feed man on his rounds 
in calling on customers. Since the 
faithful pet was so popular with the 
trade the merchant concluded that he 
had great advertising possibilities. 
Thereupon he obtained a gayly colored 
coat for the dog, which bore his name, 
the name of the firm and listed the 
brands of feed handled by the merchant. 
In winter a heavy blanket was used 
while in summer the collie flashed a 
light weight covering. Much comment 
on the part of customers resulted from 
the idea, and needless to say the collie 
earned more than his keep as advertis- 
ing manager of the firm. 


In the Bag 


Farmers who bring grist to the mill 
to be ground are usually good pros- 
pects for commercial feeds if they can 
be convinced that it pays to use a per- 
fectly balanced ration instead of home- 
grown grains. A dealer in New York 
state has a clever plan of promoting 
his commercial brand to this type of 
customers. He makes a practice of 
inserting a piece of literature furnished 
by the manufacturer in every bag of 
grist which he grinds for a farmer. In 
this way the prospective purchaser is 
reminded of the feed every time a sack 
is opened. 


LESLIE V. DAHL, 42, owner of the 
Dahl Elevator Co., Minneota, Minn., 
died February 10 as a result of carbon 
monoxide poisoning. 


THOMAS H. WILEY has erected a 
new feed mill and warehouse at 
Walker, Ia. and equipped it with 
modern machinery. 


| 
| 
Quaker 
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BUSINESS INSURANCE If the federal or state government began ship- 
AT $10.00 PER YEAR ping feed into your station to supply your 

customers direct from the cars— would you 
give $10.00 to have the practice stopped? Most dealers, faced with this com- 
petition. would gladly give $50.00 or even $100.00 if necessary. 


In several states in the drought area the government is shipping feed to 
hundreds of stations and supplying thousands of farmers — former customers 
of the local dealers — direct from the cars. Many of the affected dealers have 


discontinued operations entirely and many more could just as well close up 
for all the business they are doing. 


The government is buying from manufacturers and wholesalers and the 
retail dealers are “‘out of the picture”. It is too late for them to remedy the 
condition with any $10.00 or even $100.00 expenditure. 


The situation in Wisconsin — where the Central Retail Feed association 
has been ‘‘on the job”’ for almost nine years — is entirely different. The first 
director of drought relief in the Badger state was a feed dealer and a member 
of the association. The Central Retail Feed association immediately appointed 
a drought relief committee which has now been functioning for over two years 

- keeping in almost constant touch with drought relief headquarters at the state 
capital as well as with the relief administrators in the various counties. The 
drought relief authorities know what the feed dealers have done to help agri- 
culture and to keep their farmer customers in business and they are now in 
return helping to keep the feed dealer in business. 


Farmers needing relief feed and seeds in Wisconsin go to their county 
drought relief administrator. When that farmer’s requirements have been 
agreed upon he is asked where he has been trading or from whom he prefers 
to buy his feed. The administrator then gives the farmer a purchase order on 


the specified dealer to whom the farmer goes to make his purchase in almost 
the usual way. 


The dealers buy their supplies as they always have but they keep the local 
administrator posted on their selling prices and the only way the transaction 
differs from an ordinary sale is that the government — through the local county 
treasurer — eventually pays the bill. 


This is concrete evidence of the value of organization. The regular estab- 
1ished channels for feed distribution have been preserved and even though 
margins have been reduced — the government never requested that they be — 
the dealers are still in business. No dealer who has enjoyed this single benefit 
of organization — even though he may have paid the Central Retail Feed 


association $10.00 a year for the past nine years — has any just cause for com- 
plaint. 


DAVID K. STEENBERGH. 
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Farmers Travel 80 Miles to Patronize 
Flour Mill at Embarrass 


Customers Enjoy Griddle Cakes on Genial Manager 


HE old custom flour mill with 

I its rustic surroundings is becom- 

ing more and more of an oddity. 

Sinuous trails over which pio- 
neers trod, bearing sacks of wheat to 
be ground into creamy fluffiness, are 
now displaced by wide ribbons of con- 
crete highways. The frothing stream 
once harnessed to furnish power for the 
machinery within the mill continues on 
its course unmolested—discarded for an 
invisible giant that leaps into action 
at the click of a switch. 

Reminiscent of Past 

At Embarrass, Wis., however, there 
remains a mill that vividly brings back 
memories of old traditions. It is the 
plant operated by the Farmers Milling 
Co. to which rural folk from distances 
as far as 80 miles still bring their own 
wheat to be ground into flour, paying 
at the rate of 25 cents a bushel or leav- 
ing enough grain as tol! to cover the 
charges. 

The dusty miller and manager of the 
establishment who greets them with a 
smile and discusses their problems with 
a sympathetic and understanding spirit 
is Theodore Buntrock. Although he is 
at heart a miller, he does not overlook 
the opportunities of profits in the feed 
business. 

Manufactures Own Feeds 

The Farmers Milling Co. plant is 
equipped to do custom grinding of 
other grains as well as wheat, and poul- 
try and dairy mashes are manufactured 
and sold under the firm’s own brand 
name. 

“We find,” explains Mr. Buntrock, 
“that our flour mill is a good trade 
puller for the feed department. If we 
did not offer the milling service we 
would never attract trade from as far 
as 80 miles away. Many of the patrons 
who bring wheat from this distance to 
be ground into flour take back a load 
of feed on their return trip.” 

Mr. Buntrock keeps customers and 
prospective customers of the firm ac- 
quainted with the products which he 
offers by sending out mimeographed 
postal cards. Special items are fre- 
quently featured and the custom flour 
milling and grinding service is always 
mentioned. 

We'll Say It’s Good 

As a good will builder, Mr. Buntrock 
presents new customers who come to 
the mill with a 5-lb. sack of pancake 
fiour which he manufactures himself. 
The writer of this article who has just 
finished a stack of steaming, golden 
cakes, smothered in maple syrup, will 
attest to the quality of the flour and 
can readily understand why persons 
who once patronize the mill come back 
again. 

Mr. Buntrock has a clever way of 
overcoming complaints of customers 
who maintain that the flour which they 
obtained was of an inferior quality and 
did not come from their own wheat. 
He has engaged a local housewife, who 
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has an enviable reputation for making 
good bread, to make several loaves 
from the patron’s own flour. When 
they return to complain Mr. Buntrock 
confronts them with the bread. Nine 
times out of ten there is no further 


4 


The mill grindsYmerrily on. 


argument and the farmer returns to 
his home to berate his wife for being 
a poor cook. 


National Association To 
Locate at St. Louis 


Executive offices of the Grain & Feed 
Dealers National association will be 
moved from Toledo, Ohio, to St. Louis, 
Mo., effective April 1, and headquarters 
are to be maintained at 413, 414 and 
415 Merchants Exchange building. 


Desire to have the headquarters 
nearer to the center of membership 
prompted the movement. With the 


great development of the grain indus- 
try in recent years in the West and 
Southwest, it was felt that Toledo was 
too far removed from the largest num- 
ber of the organization’s supporters. 
The association was organized at Chi- 
cago in 1896. Headquarters were es- 
tablished at Toledo in 1905. 

In its new offices the Grain and Feed 
Dealers National association will be con- 
veniently located to handle arrange- 
ments for its 39th annual convention, 
which will be held at the Hotel Jeffer- 
son, St. Louis, September 19, 20 and 
21. The Merchants Exchange of St. 
Louis will celebrate its 100th anniver- 
sary and will join with the delegates in 
making the convention a big event. 


ELMER HAMMON and Ernest Eg- 
gers have formed a partnership and 
have opened a feed store at Prescott. 
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Mr. Buntrock is a firm believer in 
organization. He likes to sit around 
a table with fellow millers and feed 
dealers and talk over mutual problems. 
At a recent district meeting held in his 
territory by the Central Retail Feed as- 
sociation to discuss the “Honor Roll” 
plan of curbing direct selling by manu- 
facturers and wholesalers to the con- 
sumer, he took an active part in the 
program and advanced many excellent 
ideas for making the movement effec- 
tive. He takes his employees into con- 
fidence and frequently cails them into 
his office for conferences on policies 
for the good of the business. 

Postmaster for 35 Years 

The office of the Farmers Milling Co. 
is located apart from the plant in the 
downtown section of Embarrass. Here, 
in addition to conducting the business 
of the plant, Mr. Buntrock serves as 
pestmaster of the town. Incidentally, 
he is a Republican and is proud of the 
fact that he has been able to retain 
his post for 35 years during which there 
have been several changes in adminis- 
tration. 

He took over the management of 
the Farmers Milling Co. in 1920 and 
under his guidance it has enjoyed a 
continual increase in business. As 
streamline trains speed across the coun- 
try and the world marvels at modern 
inventions, the old mill grinds merrily 
on in its traditional atmosphere. And 
happy is the miller who lives in the 
mill. 


G. G. DAVIS, Tipton, Ind., formerly 
a director and also first vice president 
of the Indiana Grain Dealers associa- 
tion, passed away February 19 follow- 
ing an attack of pneumonia. 


SHINE MILLING CO., New Al- 
bany, Ind., is the new name of the firm 
formerly known as the Farmers & Mer- 
chants Exchange which was owned and 
operated by Raymond Shine. Mr. Shine 
reports that complete molasses feed 
mill equipment is being installed. 


W. R. CASSELL, director special 
markets division, Health Products 
Corp., Newark, N. J., spent last week 
at Chicago in the interest of Clo-trate, 
concentrated cod liver oil. He was ac- 
companied by Mrs. Cassell. 


CATTLE VALUES UP 

Wisconsin’s cattle increased $9,457,000 
in value during the past year although 
there were fewer head in the state than 
a year ago. The greatest rise was 
among milk cows and heifers two years 
old or over. The average value was 
$33.00 per head as compared to $28.00 
a year ago. The total farm value of 
all cattle in the state on the first of 
the year was estimated at $83,293,000 
as compared with $73,836,000 a year 
ago. 
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FEED HISTOR 


No.3 The Early Scientist + 


The mixed feed industry, like the majority of mod- 
ern businesses, owes its inception and much of its 
progress to the scientist and his devotion to the quest 
for truth. Grouven in 1859, Wolff in 1864, Lehman 

. in 1896— in the struggles and discoveries of these 
three great scientists is centered much of the romance 
of a great enterprise. Their contributions formed the 
foundation upon which the mixed feed industry has 
been built. 


The earliest scientific discoveries in feeding were 
given practical application in the Old World long be- 
fore they were brought to the attention of American 
farmers. The Wolff standards were not introduced 
in this country until 1874. But from that time on 
many American scientists turned their efforts to the 
task of increasing feeding knowledge. Truly mar- 
velous results have rewarded their unceasing in- 
vestigation. 


Today, the accumulation of scientific feeding 
knowledge is represented in every WAYNE feed. As 
a result WAYNE feeds are uniformly blended and 
can be depended upon to produce consistently good 
results. 


BUILD PERMANENT PROFITABLE 
REPEAT BUSINESS WITH-- 


This is the third of a series of | J 
advertisements portraying the 
development of the feeding 3 
science. The first two ap- 
; : peared in the January and 
February issues of this publi- 4 
cation. 


ALLIED MILLS, INC. Chicago, III. 


Manufacturers of Mixed Feeds and Processors of Soy Beans 


Mills: Peoria, Ill.; Forte Wayne, Ind.; East St. Louis, Ill.; Taylorville, Ill.; Omaha, Neb.; Buffalo, N. Y.; 
Portsmouth, Va. 
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STRUM COOPERATIVE Elevator 
Co., Strum, Wis., has installed a feed 
mill, 


H. J. SAMUELSON, president, Unit- 
ed Feed Co., Toms River, N. J., and 
former head of the New Jersey Feed 
Dealers association, recently upheld the 
negative side of a debate on a proposed 
state sales tax at a meeting of his local 
Kiwanis club. 


DAVE ROSENHEIMER 

Dave Rosenheimer, L. Rosenheimer 
Co., Kewaskum, Wis., one ot the most 
successful feed merchants in the state, 
died early Thursday morning, March 7. 
During his career Mr. Rosenheimer or- 
ganized many banks which are all still 
in business. He was president of sev- 
eral of these at the time of his death. 


Drought Feed Relief Limits 
Increased by WERA 


NCREASED business for retail feed 
| dealers in the drought areas of Wis- 

consin and more efficient relief for 

farmers receiving government aid 
for maintenance of their dairy herds, 
beef cattle, poultry flocks, horses and 
other farm animals is predicted as the 
result of a new policy recently an- 
nounced by the Wisconsin Emergency 
Relief Administration. 

Heretofore, the WERA enforced a 
maximum relief allowance limitation of 
$24.99 per month per farm and no 
farmer could obtain more than the 


Make 


Show You a 


SEED SELLING SEASON 


Double Profit 


in the space of a few weeks. 


Combine your needs 


in a MIXED CAR 


Below we suggest a few of 
the kinds of items that can 
be included in a mixed car 
shipment. 


STERLING & NORTHLAND 
BRAND: 


Grass Seeds Chick Feed 
Seed Grain Chick Mash 
Fodder Corn Dairy Feed 
With your requirements of: 
Oil Meal Mill Feeds 
Alfalfa Meal Misc. Supplies 


Write for complete list. 


NORTHRUP, 


Supply Headquarters 


Planting season means the turn-over of a good tonnage of seed 


Don’t pass up the opportunity 
to make your seed orders earn you carlot prices and lower 


MINNEAPOLIS PSINCE 1884. 


freight on your other require- 
ments. Northup, King & Co., 
known throughout the territory 
for the high quality and de- 
pendability of their seeds and 
mixed feeds, also wholesale lead- 
ing brands of everything sold 
or used by the feed merchant. 
Make Northrup, King & Co. 
yoursourceofsupply. Combine 
your needs into a mixed car for 
lower cost and better profit. 
Write today for carlot prices. 


Wholesale only 


KING & CO. 


for the Feed Merchant 
MINNESOTA 
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quantity of feed this amount would 
buy, regardless of the number of ani- 
mals he was feeding. 


The new WERA policy, now in ef- 
fect, will permit the various drought re- 
lef agencies throughout Wisconsin to 
apportion relief to qualified farmers in 
accordance with the true reasonable 
feed requirements of each farmer. The 
number of cows, horses, pigs, chickens, 
etc. on each farm as well as the amount 
of farm grown feed available, if any, 
will be used as the basis for determina- 
tion of what is reasonable according to 
R. B. Ormond of WERA headquarters 
at Madison. 


“We feel that the agricultural outlook 
has substantially improved,” Mr. Or- 
mond said, “and we want the farmers 
to have sufficient feed so that their 
animals may be maintained in condition 
to help restore normal conditions and 
eliminate the necessity for relief as soon 
as possible. It is too early to be cer- 
tain, of course, but present indications 
are that the drought in Wisconsin at 
least may be ended and good crops har- 
vested by next fall.” 

The drought relief committee of the 
Central Retail Feed association of 
which H. H. Humphrey, Northern Mill- 
ing Co., Wausau, is chairman, also re- 
ports that it has received new assur- 
ance from WERA officials that all feed 
and seed relief for the balance of the 
year will continue to be _ handled 
through established retail channels 
which means through the _legiti- 
mate feed dealer. Mr. Humph- 
rey urges that all dealers main- 
tain complete stocks as some relief ad- 
ministrators have complained to Madi- 
son that they find it difficult at times 
to get what they want from nearby re- 
tailers. “If we don’t handle what’s 
wanted,’ Mr. Humphrey said, “it will 
be our fault if direct shipments come 
into our territory.” 

The liberalized drought relief pro- 
gram effective in Wisconsin has also 
been or will be extended ‘to include all 
drought territory according to reports 
from Washington. 


HILLTOP FARM Feed Co., Inc., 
Minneapolis, has been organized with a 
capital stock of $50,000. Incorporators 
are Albert Scriver, Frank Moore and 
Fred Moore. 


APPOINTED DISTRIBUTOR 


Donahue-Stratton Co., Milwaukee, 
Wis., has been appointed distributor 
for the VyLactos Laboratories, Inc., 
Des Moines, Ia., manufacturers of Vy- 
Lactos, a concentrate for poultry 
mashes. VyLactos, according to analy- 
sis, contains vitamins, organic acids, 
yeast ferments, cod liver oil and milk 
sugars. When used at a 3 per cent 
level, the manufacturers point out, Vy- 
Lactos assures a 100 per cent margin 
of safety on A, B, C, D, E and G vita- 
min requirements. A mash containing 
10 per cent of the product and 4 per 
cent of calcium carbonate is recom- 
mended as a treatment for coccidiosis. 
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Lem Jones Finds That Hatcheryman 
Makes Better Friend Than Enemy 


Permits Office Boy to Keep His Baby Chicks 


from the rear of the warehouse set 

Lem Jones, proprietor of the Hick- 

ory Grove feed store, off like a 
pack of firecrackers. A drop in the 
market and the shrill sounds that 
crackled in his ears were entirely too 
much for his frazzled nerves. 

Mickey, the office boy, who fondly 
caressed a baby chick nestling in the 
palm of his hand, leaped startled to his 
feet as Lem Jones’ voice boomed from 
the inner office, commanding him to 
appear. He set the little ball of fluf- 
finess down gently in the box and 
hustled to the sanctum of the boss. 

“What’s that confounded noise back 
there?” demanded Lem. “There’s 
enough bedlam around here without 
putting up with some of your silly 
notions.” 

No Chicks for Lem 


The office boy shuffled from one foot 
to the other as he endeavored to ex- 
plain the situation. 

“Well, sir,” he stammered. “Mr. 
Brown who runs the hatchery gave me 
a half dozen baby chicks for doing 
some errands for him during the even- 
ing last week, and I didnt want to 
leave them at home because I couldn’t 
watch them carefully enough. Besides, 
I’m using our starting mash to make 
them grow, and—.” 

The rasping voice of the Hickory 
Grove feed store proprietor broke off 
further explanation. 

“You’re working for me and not for 
Mr. Brown, do you understand?” he 
growled. ‘“We’re in the feed and not 
the hatchery business, and I’ll not have 
you meddling around with something 
that doesn’t concern you at all.” 

Work for Me or Else 

“But,” insisted Mickey, “Mr. Brown 
tcld me that he would send customers 
who bought baby chicks to us to buy 
their feeds.” 

“We can take care of our own sell- 
ing,” blurted Lem Jones. “We don’t 
need anybody to help us run our busi- 
ness.” 

With this final command ringing in 
his ears, Mickey retreated to the ware- 
house to endeavor to quiet his peeping 
friends so that he could keep them 
there for at least the balance of the day. 

A farmer pulled up to the door with 
a load of grist and Mickey felt con- 
soled, for he knew the noise of the 
grinder would smother the sounds com- 
ing from the little box which had so 
sroused the ire of the boss. 

Back in the office Lem Jones was 
still boiling as he figured out a new 
price list he the day, necessitated by 


] fom ties peeping noises coming 


the drop in the market. The telephone 
jangled. 
“Hello,” sounded a cheerful voice 


ever the wire. “This is Brown of the 
Happy Chick hatchery. The ad solic- 
itor for the Hickory Grove Bugle is in 
my office with a dandy layout for a 
baby chick and feed ad. I wish you'd 
go in with me and pay jor half the 


By Emil J. Blacky 


space. We really should work together 
for our mutual good.” 

The answer that Lem gave was a 
curt “no” as he mumbled excuses about 
having used up his advertising budget 
for the year. Brown hung up disap- 
pointed. 

Early that afternoon Frank Gibbs, 
largest poultry raiser in the Hickory 
Grove territory, swung into the drive- 


EM JONES of Hickory 
L Grove, like other practical 

feed dealers, encounters 
many problems which he is 
compelled to overcome. More 
interesting stories about him 
and his adventures will be 
published in future issues of 
The Feed Bag. Watch for 
them. 


way of the plant with his truck. Lem 
thought he heard familiar sounds em- 
anating from a large stack of perforated 
boxes in the rear of the conveyance. 

After they exchanged greetings, 
Gibbs placed an order for a ton of 
dairy feed and requested that it be de- 
livered to him in the morning. 

“What's that in the back of your 
truck?” queried Jones, eyeing the stack 
ot cardboard containers. 

“Oh, I just bought 500 baby chicks 
from Brown’s hatchery,’ answered the 
poultryman. “Most of my hens are 
getting old and I thought I'd build up 
a new flock this year.” 

Lost to a Competitor 

“I’m glad to hear that,” spoke Lem 
Jones with complacence. “Our start- 
ing mash is just the thing for building 
strong, healthy chicks. Let me book 
you for a ton and take it along out with 
the dairy feed in the morning.” 

Frank Gibbs hesitated. It was plain- 
ly evident that there was something in 
the wind. 

“Well, Lem,” he explained. “I’ve 
used your mash for several years, but 
Brown tells me that I can get better 
results by using the brand that the 
Surefoot Milling Co. at Newton handles. 
It’s only a few miles farther and I can 
easily pick up a load tomorrow.” 

“Brown,” continued Gibbs, “looks to 
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me like a pretty smart fellow. I’m 
going to see if he’s right about this 
Surefoot feed just to convince myself.” 

Lem Jones was too provoked to 
argue further with Gibbs. He dismissed 
the subject with a feeble, “Well, I guess 
the only way you can find out is by 
trying it.” 

As the Hickory Grove feed store 
proprietor returned to his desk after 
bidding Gibbs goodbye he vowed that 
the first thing he would do in the morn- 
ing would be to pay a personal visit 
at Brown’s hatehery and give the man- 
ager a good piece of his mind. 

Two More Setbacks 

Two more customers who had pur- 
chased baby chicks from the hatchery 
came to the store that day with the 
same argument. Brown had told them 
that the Surefoot feed gave good re- 
sults and they were going to try it. 

After the last one had departed, Lem 
was tempted to grab the phone and 
give Brown the worst tongue lashing 
he had ever received in his life. On 
second thought, however, he remem- 
bered the old saying that it was better 
to have friends than enemies. 

Grabbing his hat he hustled to the 
hatchery. Brown was packing another 
order of chicks into a carton when he 
arrived. He wasn’t at ali the man 
Jones had pictured him to be. There 
was an air of confidence—an atmos- 
phere about him that made one feel he 
knew whereof he spoke. It was no 
secret to Jones why chick buyers trust- 
ed him at his word. 

The Hickory Grove feed store pro- 
prietor made no mention of the inci- 
dents that had occurred during the day 
as the conversation ensued. 

“T’ve been thinking about that ad you 
mentioned this morning,” Jones spoke. 
“T’ve spent a lot of money this year but 
I can still scare up a few dollars. There 
is no reason why we shouldn’t pull to- 
gether. I can recommend your chicks 
and you can put in a good word for 
my feeds.” 


“Splendid,” responded Brown, and 
two friendships were cemented with 
that word. 


More Chicks for Mickey 

From that day on the Hickory Grove 
feed store’s starting mash sales began 
to mount, and after a week had passed 
Lem felt confident that he was on his 
way to chalking up a new record. 

“Mickey,” he said one morning, as 
the office boy reported for work. “I 
am going to get you a brooder and you 
can order 50 chicks from Mr. Brown 
and keep them here in the warehouse. 
It might be a good idea to show our 
customers how well they get along on 
our starting mash.” 

Mickey was too overjoyed for words. 
He nodded his approval and dashed 
down to the street to Brown’s hatchery. 

“The boss isn’t such a bad rooster 
after all,” he thought, as the sidewalk 
literally burned up under his hurrying 
feet. 
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BIG FOLLOWING 


Ex-Politician: 
phone a friend.” 


“Loan me a_ nickel to 


Office Holder: “Here is a_ dime. 
Phone all your friends.” 
* * 
PRACTICAL IDEA 
Dealer: “I don’t see why yeu want 


a tin roof on your barn. A tin roof 
makes too much noise when it rains.” 
Farmer: “That's just it. I want to 
stop the hired man from taking a nap 
in the hay mow every time it rains.” 


* 
EASY TO FIND 
Teacher: “Where is the elephant 
found?” 
Johnny: “The elephant is such a 


large animal, teacher, that he is seldom 
lost.” 


CORNHAY WEAKLY NEWS 

Hal Joskins and his wife are not on 
speaking terms. Mrs. Jones called Mrs. 
Joskins at the time Hal’s prize dog 
was ill. And Mrs Joskins up and told 
Mrs. Jones that Hal couldn’t take her 
tc the show because the big pig was 
sick. 

Rodney Scaggs who is doing con- 
siderable advertising in his campaign 


standard 


4201 S. ASHLAND AVE. 


D arling’s Meat Scraps 
Ideal For Starting Mash 


> the baby chick sea- 
son it is vitally important 
that high quality ingredi- 
ents be used in starting mashes. The high 
quality, fine grind and low fat content of 
Darling’s Meat Scraps make them es- 
pecially desirable for baby chicks. 


Darling’s Meat Scraps have long been the 
of poultry feeding. 
tests now prove that dry rendered tankage 
or meat scraps give excellent results at 
comparatively low cost when used as a 
protein supplement in feeding dairy and 
beef cattle and other animals. 


Check Your Stocks and Order Your Requirements Now 


DARLING & COMPANY 


Actual 


CHICAGO, ILL. 
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for mayor was informed yesterday by 
the Cornhay hotel that he had better 
pay for his board bills before spend- 
ing money on bill boards. 
* 
GOOD DEFINITION 
Wife: “What is a budget, John?” 
Dealer: “It is a method of worrying 
before you spend instead of afterward.” 
* 


VERY POLITE 
Sam (to wife at show): “Mandy, tell 


dat Niggah to take his arm from 
‘round yo’ waist.” 
Mandy: “Tell him yo’self. He’s a 


puffect stranger to me.” 
* * * 


HIT BY DROUTH 

Hiram: “Yes, I’ve seen a few bad 
crops in my time too. One year our 
string beans were so poor that the crop 
didn’t even pay for the string.” 

Silas: “That’s nothing, Hi. In 1914 
our corn crop was so bad that my old 
dad, who had a very poor appetite ate 
up 14 acres of corn at a single meal.” 

* * * 


PERFECT BEHAVIOR 

Mother: “Marvlin, were you a good 
little girl at church today?” 

Marylin: “Yes, mother. A man of- 
fered me a big plate of money and I 
said, ‘No, thank you.’” 

* * 


THAT’S THE WORD 


Dealer: “My wife always gets his- 
torical when I stay out late at night.” 
Salesman: “You mean _ hysterical, 


don’t your” 
Dealer: “No, historical. She digs up 
all my past.” 


* 


ONE SOLUTION 
Dealer: “There’s $2.00 missing from 
my desk drawer and no one but you 
and I have a key to it.” 
Office Boy: “Well, let’s each put a 
dollar back and forget it.” 
* * 


REAL WATCHFUL 
Jones: “Is that a good watch dog?” 
Brown: “I’ll say he is. He spent 
the greatest part of the summer watch- 
ing the other dogs dig up the garden.” 
* * 


REAL RELIEF 
The undertaker’s very smart; 
He'll never need the dole, 
For he gets rich when other folks 
Are going in the hole. 
* * * 
VETERAN SHOPPER 
City Shopper: “What's that stuff on 
those sheep.” 
Farmer: “That’s wool, lady.” 
City Shopper: “Shucks, I’ll bet it’s 
half cotton.” 
* * * 
HIS OWN FAULT 
Judge: “So you deceived your hus- 
band.” 
Wife: “On the contrary, your honor. 
He said he was going out of town and 
he didn’t.” 


\ Carefully Sifted for Feed Dealer Consumption L 
Ven, 


Lionel True 


This is the third of a series of articles 
which Mr. True, James H. Gray Milling Co., 
Springville, N. Y., a practical accountant and 
feed man, is writing exclusively for The Feed 
Bag. It will pay you to follow and adopt 
the bookkeeping methods which he explains. 


P to this time, I have dealt sub- 
| | stantially with the fundamen- 

tals of accounting—the benefits 

to be derived therefrom, and the 
designing of a “General Ledger” to 
meet the individual needs of each of 
my readers. I have felt that these 
phases of the problem were of utmost 
importance, and therefore stressed them 
in the opening articles, rather than the 
routine work of the actual accounting 
operations, 

We come now, with our General 
Ledger prepared with the necessary ac- 
counts, to the discussion of the day by 
day details of the work—the purpose 
and use of the “Cash Journal’ and 
“Customers’ Accounts Ledger”. 

Last month, I mentioned how ac- 
counting consisted in the sorting of 
transactions to have entries of a sim- 
ilar nature grouped for daily totals, and 
the carrying forward of the daily to- 
tals to arrive at monthly totals for 
these various classes of transactions. 
This sorting process takes place main- 
ly in the Journal above referred to. 

Making Original Entries 

Every accounting transaction begins 
with what is termed an “original entry”. 
Although some may not understand 
what this term signifies, all are never- 
theless familiar with original entries, 
because each of us has been making 
them during the whole of his business 
life. Every time we charge our cus- 
tomers with a bag of feed, or fill out 
the stub of our check books, or ring 
up a sale in our cash registers, we are 
making “original entries’—the first en- 
tries made of the various transactions 
of our business. 

Several methods for making original 
entries are in common use, and any one 
of these is satisfactory. Some, in re- 
cording sales use the ordinary sales 
pad so familiar in nearly all retail es- 
tablishments; others may use some 
form of “day book” wherein the various 
transactions are listed. The autographic 
register is also in common use, and is 


Modern Accounting 
For Feed Merchants 


By Lionel True 


a most satisfactory means of making 
customers’ invoices. I have found the 
sales pad and autographic register the 
best fitted to my needs in a majority 
of cases and, at present, they are in 
use exclusively in the plants whose 
accounting systems are under my su- 
pervision. They serve for all original 
entries except those involving checks 
drawn on banks which may be entered 
either in the stubs of our check books 
or in a check register. It is probable 
that in the case of nearly every retail 
feed mill the check book stub will give 
the desired information. 
Time Saving Schedule 

It is common practice to keep intact 
the day’s entries and record them in 
the books the following day. Thus, 
when one person is engaged in the ac- 
counting work of an ordinary feed mill, 
that person will be occupied a part of 
the time in making original entries of 
the current day’s transactions, and, in 


spare moments, will be entering the 
previous day’s transactions in the 
books. In this manner, we are able to 


begin the day’s entries with the records 
of all of the transactions for that day 
hefore us. 

Our day’s work will, let us suppose, 
consist in a number of these entries 
made on common sales slips. There 
will be many cash sales and charge 
sales, some payments on account, a 
few items for cash paid out for expenses 
or merchandise, a deposit to our bank, 
and the check book will show a check 
or two drawn. 

The first step in the sorting process 
will be to segregate entries of a sim- 
ilar character,—cash sales, charge sales 
and payments on account particularly. 
These three groups will form the bulk 
of the items in the day’s work. The 
cash and charge. sales slips should be 
totaled separately, since only the totals 
will be entered in the Cash Journal. 

Customers’ Accounts Ledger 

The next step is to enter the items 
involving accounts receivable into the 
Customers’ Accounts Ledger, which is 
the third and last book of accounts 
used in our system. Later I shall make 
a more detailed explanation of the dif- 
erent types of these ledgers and their 
merits. We shall assume for the present 
that a ledger of some type will be used. 
Let it be one in which each customer 
has a separate account represented by 
a ledger sheet provided with spaces for 
date, description of the entry and three 
columns, one each for debits, credits 
and the balance to the account. 

Each of the charge sales will be en- 
tered to the respective customers’ ac- 
counts as debits to those accounts, and 
each of the credits applying on these 
accounts will likewise be entered in 
the respective accounts as credits. 


THE FEED BAG—MARCH, 1935 


As the various items are entered, a 
small book mark should be inserted in 
the ledger to indicate the place where 
each entry has been made. It is usual 
to place these markers in the ledger 
in such manner that for those accounts 
to which debits have been entered the 
markers will extend out of the bottom 
of the ledger, and for accounts to which 
credits have been entered the marker 
extends out of the top. These markers 
merely indicate the accounts to which 
entries for the day have been made, and 
facilitate finding the accounts later for 
final check up and proof as to the cor- 
rectness of the entries made. 

Cash Journal Entries 

After the charges and credits to cus- 
tomers’ accounts have been entered, the 
Customers’ Accounts Ledger is laid 
aside with its book markers still in 
place and the entries to the Cash Jour- 
nal are made. 

In the preparation of these articles, I 
have used as an illustration the hypo- 
thetical case of Mr. John Doe, who has 
an imaginary retail feed mill, and whose 
closing 1934 Balance Sheet and Income 
and Expense Statement formed the sub- 
ject for discussion in the first of this 
series. Continuing in the second article, 
I illustrated the set up of a General 
Ledger, such as Mr. Doe would use in 
his accounting, and I have presumed 
that the closing 1934 Balance Sheet 
should form the opening accounts of 
the General Ledger. 

Proceeding to the next step, we carry 
the work through the first month and 
present herein the January 31 Cash 
Journal sheets of Mr. Doe’s business 
which show in detail the entries for that 
day and the accumulation of the en- 
tries for that month. I have already 
described the sorting of the entries for 
the day and the posting of the accounts 
receivable items to their proper places 
in the customers’ accounts receivable 
ledger. 

It will be remembered that in the 
February article of this series some at- 
tention was given to describing the 
“debit” and “credit” factors in making 
accounting entries. It will be noticed 
that the Cash Journal illustrated is di- 
vided by its binding into two sections 
and that provision is made for both 
debits and credits, the former on the 
left and the latter on the right as the 
book lies open before us. Space is 
thereby made for entering both debit 
and credit factors of each transaction 
in their proper places. 

Handling of Sundries 

You will observe too that on both 
sides, are columns headed “Sundries”. 
These columns are prepared for the 
entry of items for which no specific 
columns have been provided due to the 
small number of entries to those par- 
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ticular accounts. All items for which 
no regular space has been supplied in 
the Cash Journal are entered as ‘“Sun- 
dries” and at the end of the month 
they are sorted out, a list is compiled 
and entries to the proper General 
Ledger accounts are made from this 
list. 

The first step in getting the day's 
work into the Cash Journal will be to 
carry forward the footings from the 
previous page which represent the ac- 
cumulation of entries for the month 
up to but not including the current 
day’s work. 

The first of the day’s entries will be 
cash sales. As explained last month, 
the factors involved here are the in- 
crease in cash and the reduction in the 
merchandise account as represented by 
sales. The entry therefore is to “cash” 
on the debit side of the sheet and to 
“sales” on the credit side. Next are 
entered ‘charge sales”. Being sales 
their entry on the credit side of the 
sheet is also to “sales” and, since the 
accounts receivable are increased by the 
amount of the charge sales, the debit 
factor in the entry is to “accounts re- 
ceivable”. As with cash sales, they 
are not itemized in the Cash Journal, 
the total for the day forming the entry. 

The next five entries given show the 
credits to accounts receivable and, for 
illustration, I have shown five different 
types of these entries. The first, ‘‘cash 
on account”, the amount given being 
$25.00 is most common. The entry is 
to “cash” on the debit side and to “‘ac- 
counts receivable” on the credit. In the 
second of these entries we also have a 
common transaction. The customer 
has paid $50.00 in cash and has also 
received credit for discount of $1.00 
the total credit to “accounts receivable” 
being $51.00. The cash received, how- 
ever, is only $50.00, thus we debit 
“cash” by that amount and enter the 
$1.00 discount to “sundries,” later to 
be included with the rest of the “dis- 
count” entries in this column. 


Entering Note Received 


The third of these entries covers a 
note received to apply against an ac- 
count. Again “accounts receivable” is 
credited to show the reduction of the 
balance in that account, and “sundries” 
is debited, the amount of the transac- 
tions entered being segregated at the 
end of the month and entered in the 
General Ledger as a debit to “notes 
receivable”. 

In the next entry, the customer has 
brought in merchandise to apply on his 
account, and, as in former entries, we 
credit “accounts receivable” but this 
time we debit “purchases” thus record- 
ing the increase in the merchandise ac- 
count. 

In the last of these entries, we charge 
off an account as worthless. Again we 
credit “accounts receivable” to show the 
reduction in that balance and again 
“sundries” is debited. This item will, at 
the end of the month, be sorted out of 
“sundries” and entered as a debit to 
our reserve for doubtful accounts. 

Note that all credits to “accounts re- 
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At the left of this page are shown two 
cash journal sheets as they would appear if 
the k was spread — before you. A 
loose leaf book is used but the ends of the 
sheets with holes for fastening in the book 
have been cut off to save space as is indica- 
ted by the jagged lines at the center of the 
illustration. 
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ceivable” are entered in detail in the 
Cash Journal, even though there may 
be several identical entries in varying 
amounts. 

We next come to a group of miscel- 
laneous items, the first, as shown by 
the eighth entry on the sheet, the 
record of a payment made on a cus- 
tomer’s note. We suppose here that 
our customer has. renewed his note and 
made a payment of $20.00 and interest. 
The entry to record the payment on 
the principal is to “cash” on the debit 
side, recording thus the increase in our 
cash balance and to “sundries” on the 
credit side where it is later sorted out 
for entry to “notes receivable” in the 
General Ledger. The $1.00 is entered 
likewise, but as a separate item, because 
this amount when sorted out at the 
end of the month will be placed in the 
General Ledger as “income for in- 
terest.” 

Recording Bank Loan 

Entry No. 10 shows the payment by 
cash of an expense item. “Cash” is 
credited to record the reduction of that 
account and “expense” debited. Note 
here that the expense account number 
is also recorded, which will facilitate 
the sorting out of the expense items at 
the end of the month. Our daily de- 
posit at the bank is entered to show 
the reduction in our cash on hand and 
the increase in our cash in the bank. 

The next transaction recorded is a 
loan which we secured at the bank. The 
bank account is increased by the amount 
and the item placed under “sundries” 
on the credit side, later to be sorted 
out and entered as “notes payable to 
banks” in the General Ledger. 


The last three items are the checks 
drawn for the day, the first being for 
expense and debited to that account 
under the proper expense ‘number, the 
second being for merchandise and the 
proper charge made to “purchase”. The 
third illustrates the entry for purchases 
of new equipment. The debit entry is 
made to “sundries” and, when sorted 
out, will be placed in the General 
Ledger as “machinery and equipment”, 
and increasing that account. 

Thus we have summarized before us 
the complete days’ work and can pro- 
ceed to the closing and proving of that 
single day as a unit. 

The first step in this operation is to 
foot up the columns, not including the 
balances in the top line, which repre- 
sent the totals of the previous days’ 
work. The footings are entered in the 
second from the bottom line, in which 
are printed the words “Daily Footing”. 
The next step is to add all of the debit 
footings together and see that they 
equal the sum of the credit footings. 
This step proves to a degree the cor- 
rectness of our entries for, as pointed 
out in last month’s article, the debit 
entries must equal the credit entries 
and every part of our work must always 
balance by this test. 

Proof of Postings 

The cash on hand at the close of the 
day is proven and the proof entered in 
the space provided. The balance from 
the previous day, plus the receipts for 
the day (the debit cash items) minus 
the amount paid out (credit cash items) 
must equal the balance on hand at the 
end of the day. Naturally an actual 
count of the cash was made, either at 


you too can Make Hay 
while the Sun Shines 


Tre NEW IDEA Easyway Hay 

Loader has won approval from 
farmers everywhere for the efficiency 
and perfection of the work that it 
does as well as for its simple and easy 
control. This loader will handle 
the most difficult hay in an abso- 
lutely satisfactory manner. The 
Positive cylinder pick-up lifts hay 
clean from either swath or windrow. 
The patented yielding deck takes the 
hay without compression or clogging. 
The pushbar elevators carry it on up 
without thresh- 
ing or tearing. 
Every leaf gets 


on the load. 
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Your farmer customers can make 

hay only when the weather 
permits. When they need a hay 
tool, they need it in a hurry. They 
must have speedy delivery and will 
buy where they can get it. 


That is why the sun is shining for 
a good many grain and feed dealers 
who have followed their common 
sense and decided to set upa NEW 
IDEA Hay Rake and a NEW IDEA 
Hay Loader on their floors. There 
is nothing revolutionary about 
such a decision. Every farmer 
who comes to your place is a pos- 
sible customer. There is little or 
no servicing to consider and the 
profits are clean. 


Farmers recognize the merits of these 
machines on sight. The factory adver- 


the close of the day in question or the 
beginning of the day on which the 
records are made and the balance as 
disclosed in the summary or “control” 
as it is called should equal the actual 


amount. Failure to do so indicates an 
error and the process of checking must 
then begin. A bit further on in this’ 
article, the method of locating errors 
will be dealt with. 

The record of deposits and withdraw- 
als trom the bank account is next com- 
pleted, showing the bank balance at the 
close of the day. This cannot be 
proven for accuracy until the end of 
the month when the bank statement is 
received and reconciled with our work. 

We now come to the proof of our 
postings to accounts receivable. The 
actual entries of both debits and credits 
in the Customers’ Accounts Ledger for 
the current day should be totaled. The 
total of the debits posted in this ledger 
must be exactly the same as the daily 
total in the ‘accounts receivable” 
column on the debit side of the Cash 
Journal. Likewise, the total of the 
credits posted must equal the tota! as 
shown in the “accounts. receivable” 
column on the credit side of the Cash 
Journal. Any discrepancy must be 
traced out and corrected at once before 
going farther. 

Errors Must Be Traced 

The daily footings for the “accounts 
receivable” columns may now be carried 
forward to the control, and the com- 
putations there made, which disclose 
the correct balance of customers’ ac- 
counts as of the close of that day’s 
work. 

No person living can carry on ace 


he improved trussed arch frame 
of the NEW IDEA Hay Rake is 


the sensation of the season. Farm- 
ers flock about this machine where- 
ever itis shown. They are eager to 
inspect the spiral tapered flexible 
reel, the double curved teeth and 
the many other new improvements. 
Every time a farmer gets one of 
these rakes, his neighbors want one 
too. 


and literature uncovers prospects for 
—— The factory blockman will gladly con- 
duct demonstrations in your district. 


If you would like to investigate the profit pos- 
sibilities these machines hold for you—and if 
there is no active NEW IDEA dealer already in 
your town—write us at once. We sh 

glad to put you in possession of the facts. 


THE NEW IDEA SPREADER CO. 


Dept. 71, Coldwater, Ohio 
Factories at COLDWATER, OHIO and SANDWICH, ILLINOIS 


Manufacturers of: — Manure Spreaders, Corn Pickers, Transplanters, 


Husker-Shredders, Steel Farm Wagons, 


Elevators, Hand and Power Corn Shellers, Hay Loaders, Side Delivery 


Rakes, Gasoline Engines, Feed Mixers. 


Lime Spreaders, Portable 
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counting work indefinitely without 
making errors and the finding of mis- 
takes, whether our own or those made 
by another, will form part of the work 
of anyone in charge of cur books. 

Only a short time ago I was called 
to the office of one of my company's 
plants by the bookkeeper who was un- 
able to balance the actual total of ac- 
counts receivable with the amount 
called for in the “control”. She had 
already spent all of her spare time for 
two days searching for the error of 
only $1.60 and was following our in- 
flexible rule in not forcing the balance 
by making an arbitrary charge of the 
difference. 

The natural supposition was that the 
error was in one amount, since it would 
be improbable that two mistakes would 
avoid location so tenaciously. There- 
fore, all accounts were scanned for 
items of $1.60 and the original entries 
checked with the result that the diffi- 
culty was soon located. It happened 
that there were two customers of the 
same name and in some manner a 
charge account to one of them had 
been entered to both accounts. 

It is entirely possible that the man 
on whose account the extra charge had 
been made might never have noticed 
had the error not been corrected. On 
the other hand if he had discovered it 
he would forever lack confidence in our 
records of his accounts and might even 
go so far as to accuse us of purposely 
entering charges for merchandise which 
he never bought. The importance of 
accuracy cannot be too strongly em- 
phasized. 


Perhaps the most common cause of 


trouble in our accounts will be with 
cash shortages. Sometimes, to our sur- 
prise, we also will be faced with the 
problem of too much cash or an “over- 
age”. In either case the procedure will 
be essentially the same—a general re- 
view of the day’s transactions in which 
cash was involved. Any of a number 
of things may have caused the trouble. 
It may have been an error in the de- 
posit, a slip marked “paid” which 
should have been a charge, a mistake 
in sorting the slips with the inclusion 
of a “charge” slip among the “paids”, 
an error in entering a slip to the Cash 
Journal, perhaps an “on account my 
merchandise” entered as cash received 
and, lastly, and nearly impossible to 
find, a mistake made in making change 
with a customer. 

There is no set rule as to the dis- 
covery of errors. One must patiently 
hunt and check until every possible 
means has been exhausted and only as 
a last resort, in the case otf a cash short- 
age or overage, charge it off. When 
a cash shortage occurs a charge may be 
made directly to “expense”, an expense 
account for that purpose having been 
provided. The entry will be to “cash” 
on the credit side of the Cash Journal 
thus reducing the cash to the correct 
amount and to “expense” on the debit 
side, designating the account by its 
identification number,“3046". Cash over- 
ages are rare and may be entered as 
“sales” unless it is desired to have a 
specific General Ledger account for the 
purpose. Such an account would be 
placed in the income group of accounts 
and would bear the number 2004 in the 
set up as described last month. “Losses 
for Poor Accounts”, would take number 


2005. Cash overages would be entered 
in the Cash Journal as “cash“ on the 
debit side thus balancing the cash and 
as “sundries” on the credit side for later 
posting to the special income account 
set up for that purpose in the General 
Ledger. 

Bookkeeping errors can and must be 
located. If any part of the books does 
not balance, it is due to a clerical error 
which can be found if search is con- 
tinued. It is never permissible to 
“charge off” a clerical error, even of a 
small account, because, once begun, this 
practice leads to more and more diffi- 
culty. If an error in his month’s work 
were to be charged off, and next month 
the books were again out of balance, the 
question would automatically arise, ‘“‘is 
the mistake entirely new, or is a part 
of it the upcropping of last month's 
error?” Thus there would be a con- 
stant uncertainty in the search for the 
inevitable mistakes which are bound to 
occur. 


Assuming that the cash has balanced 
correctly, the day’s work is now com- 
pleted with the exception of adding in 
the previous footings and carrying them 
down to the last line. This is a matter 
ot a few minutes’ work only and, when 
done, should be proven for accuracy by 
cross-adding the footings, again assur- 
ing ourselves that the sheet is in bal- 
ance as to debits and credits. 


The March article of this series will 
carry the work here shown into the 
closing of the month’s business, the 
posting from the Cash Journal to the 
various General Ledger accounts and 
the building up of the “statements” 
from these records. 


using our plan. 


tition. 


THE JERSEE COMPAN 


The Jersee Co., Mill Dept. 
315 3rd Ave., N., Minneapolis, Minn. 


mixing of poultry mashes. 


Firm Name 


BIG PROFITS 
POULTRY FEEDS 


Manufactured in Your Own 
Plant—The JERSEE WAY 


The first step to bigger profits in the poultry busi- 
ness is to make your own mashes. Get all the profit 
—manufacturer’s, wholesaler’s, retailer’s. 

We will send you complete information showing 
how hundreds of mills, elevators, ete., are profiting by 


This plan is no experiment. You have no compe- 


All you supply is the mill products and labor. We 
supply formulas, advertising to your trade, etc. We 
check and test your mixtures without cost to you. 
We start you and keep you going. We are in busi- 
ness together. Your investment is very small. 


315 Third Avenue North 
Minneapolis, Minnesota 


It is certainly worth your while to send the coupon for further details 


Gentlemen:—Send at once further information regarding the 


mixtures. 


ANIMAL BASE 


Considerable improvement in prices for farm 
products has stirred up more interest in 
Fertilizer this Spring than has been shown 
for several years. 

Make Fertilizer a profit item in 1935—have 
Darling’s Soil Builders, the dependable, non- 
acid forming Fertilizer in stock for your 
trade. Darling’s Soil Builders are non-acid 
forming and have been ever since we started 
calling them Soil Builders. In addition to 
the regular plant foods properly balanced, 
Soil Builders contain calcium and mag- 
nesium, (from dolomitic limestone), and 
other valuable ingredients not shown on the 
bag at no increase in price over ordinary 


Extra dry, uniform and easy drilling. Have 
been made right for over 50 years. Write to- 
day for full details of our Agency proposition. 


DARLING & COMPANY 


4200 S. Ashland Ave. 


Chicago, IIl. 
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Charles D. Campbell 


Fred M. McIntyre 


Max Cohn 


Unfavorable Legislation Is Attacked 
By Eastern Federation 


Officers Reelected at Mid-winter Convention 


of cooperation members of the 
Eastern Federation of Feed 
Merchants assembled at Syracuse, 
N. Y., February 21 and 22, and chalked 
down in the records one of the most 
successful conventions ever held. 
Hardly had the gavel sounded for the 
opening session when it was apparent 
that legislation affecting the feed mer- 
chant and the farmer was of paramount 
concern. 


Fred M. McIntyre, Potsdam, N. Y., 
president of the federation, devoted 
practically all of his comments to the 
activities of the government at Wash- 
ington. He expressed emphatic oppo- 
sition to legislation which favored co- 
operatives and exempted them from 
obligations binding upon the individual 
business man. He also reviewed indus- 
trial acts from the advent of the Sher- 
man anti-trust law to the present and 
called attention to the high salaries 
paid to officials of government coop- 
eratives. 

Following his attack on legislation 
Mr. McIntyre told why tlie code for 
the feed trade (excepting wholesale 
manufacturers) had been delayed at 
Washington. He explained that the 
fair trade practice provisions originally 
specified by the government were un- 
satisfactory but that a satisfactory com- 


a determined spirit 


promise had been reached following 
several hearings. He reported on his 
frequent visits to Washington to 


hurry the code along and warned that 
if industry did not agree on a code 
secon the NRA would draft one rais- 
ing costs with nothing in return. 

: David K. Steenbergh, Milwaukee, 
managing editor of The Feed Bag, and 
secretary of the National Federation of 


Feed Associations which 
efforts to obtain a code, told those 
present that the industry could have 
one signed immediately if it would agree 
to abandoning the replacement value 
clause. A mail poll of the code com- 
mittee of the Nationai Federation, he 
explained, revealed that this idea was 
opposed. 


Brighter Days Ahead 

Mr. Steenbergh also reported cn the 
honor roll plan to prevent wholesalers 
from selling direct to farmers which has 
been adopted by the Central Retail 
Feed association of which he is secre- 
tary. Members of the Eastern Federa- 
tion manifested interest in the idea. 

That the depression was only a storm 
after which the rainbow always appears 
was the inspirational advice given by 
W. A. Stannard, Albany, N. Y., former 
secretary cf the federation. He also 
urged feed merchants to cooperate 
closely and join the organization, and 
suggested several means whereby a 
strong membership could be obtained. 
One of these suggestions was the form- 
ing of an auxiliary of salesmen calling 
on the trade who would help to bring 
their customers into the federation. 

This recommendation was acted upon 
by the salesmen who met later during 
the convention and formed an organiza- 
tion which pledged its full support. Nate 
Smith, Ames-Burns Co., Jamestown, N. 
Y., acted as temporary chairman during 
the meeting. Permanent officers will be 
elected at a future date. 

The Northeastern States Feed Manu- 
facturers association which joined the 
federation in convention heid a special 
session at noon on the first day. The 
members decided to incorporate the or- 
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ganization and hold a general meeting 
after this was accomplished. Present 
officers of the association are to be re- 
tained until that date. 

Cotton control legislation in the 
South and its effect on general business 
conditions was related by Emory 
Cocke, Ashcraft-Wilkinson Co., At- 
lanta, Ga., who has been a guest speaker 
at the convention during the past few 
years. 

The federation’s annual banquet was 
held on the evening of the opening day 


and was well attended. The speaker 
ct the evening was Hon. Ceylon G 
Chaney, surrogate of St. Lawrence 


county, New York, who gave an in- 
spirational address on George Washing- 
ton. 

Oppose 30-Hour Week 

In a series of resolutions which were 
adopted at the close of the convention 
the members voted to oppose legisla- 
tion favoring a 30-hour week for 
workers and to support the move- 
ment for regulation of all highway car- 
riers by the interstate commerce com- 
mission. Tribute was paid to the de- 
ceased members of the federation and 
the secretary was instructed to send 
telegrams of congratulations to Peter G 
Ten Eyck and Hansell French, newly 
appointed commissioners of agriculture 
in New York state and Pennsylvania 
respectively. 

All officers of the federation includ- 
ing Fred M. McIntyre, Potsdam, N. 
Y., president; A. J. Thompson, Wy- 
combe, Pa., first vice president; Bruce 
L. Hall, Cooperstown, N. Y., second 
vice president; Frank T. Benjamin, Ca- 
nastota, N. Y., treasurer; Charles D. 
Campbell, secretary, and W. A. Stan- 
nard, promotional secretary, were re- 
elected. 


Page Twenty-one 


* 


New directors chosen to serve for a 


term of three years were Walter H 
Bisnet, Watertown, N. Y.; Samuel 
Deuel, Pine Plains, N. Y., and Max 


Cohn, Buffalo, N. Y. 


The board of directors of the federa- 
tion in a special session voted to hold 
the mid-summer convention at Buffalo 
June 28 and 29. 


COLES BROS. Feed Co., White 
Plains, N. Y., has purchased the feed 
and grain business formerly owned by 
John Ryan at Port Chester, N. Y. 


HENRY C. HOLLOWEL, formerly 
connected with Fisher & Sen, Malvern 
Pa., has accepted a position as salesman 
for John V. Nolan, also of Malvern. 


Arrive’’. 


our Consignments 


® Will be given preferred attention by 
our new department under the per- 
sonal direction of Mr. Roy G. Leistikow. 
Complete service — Consignments, 


Grain Commission and Grain ‘‘To 


DONAHUE-STRATTON CO. 


e GRAIN AND FEED MERCHANTS @ 


Elevator Capacity 
000 Bushels 


MILWAUKEE, WISCONSIN 


Seed Trade Gets Code 
Feed Dealers Exempt 


The code of fair competition for the 
seed trade went into effect February 
11, following negotiations with the 
NRA which occupied more than a year 
and a half. 

Retail establishments whose seed 
sales constitute less than 25 per cent 
of the total dollar volume of business 
done in the preceding calendar year 
are exempted from the payment of as- 
sessments. This provision, which prac- 
tically eliminates all retail feed dealers 
handling seeds, was inserted in the code 
through the efforts of the National 
Federation of Feed Associations. 

Wage and hour provisions of the code 
specify a 40-hour week for the industry 
in general with wage scales ranging 
from 40 to 30 cents an hour. An ex- 
ception provides that during 14 weeks 
of the year the limit on hours may be 
raised to 52 per week, extra time to be 
paid at the hourly average of this scale. 

All retailers come under the code ir 
matters of market practices and _ fair 
trade provisions. Among the practices 
outlawed is the “making or giving to 
any purchaser of farm seeds any guar- 
antee or protection, in any form what- 
soever, against the decline of price, 
either before or after delivery.” 

Consignment shipping, excepting 
vegetable or flower seeds in packets or 
cartons of 8 ounces or less, is also 
prohibited. The consignment of seeds 
by cooperative organizations to asso- 
erate cooperatives or to their own mem- 
bers, however, is permitted. 


CONTINENTAL EXPORT CO. 
Minneapolis ... St. Louis ... Kansas City 


PACIFIC CONTINENTAL GRAIN CO. 
Portland . .. Seattle 


Continental 


Grain Co. 


Board of Trade. 


Holland, Poland, 


Produce Exchange . . . New York 


Branches in France, Germany, Italy, Belgium, 
Canada and the 


Chicago 


Balkans. 


Don’t Delay! 


Install Lightning Rods Before The 
Spring Electrical Storms 


Lightning Protection Soon Pays 
For Itself In Insurance Savings 


Millers National Insurance Company 
Michigan Millers Mutual Fire Insurance Co., Lansing, Mich. 
Millers Mutual Fire Insurance Association - Alton, Illinois 

Mill Owners Mutual Fire Insurance Co. - 
Grain Dealers National Mutual Fire Ins. Co., Indianapolis, ind. 
Pennsylvania Millers Mutual Fire Ins. Co. - Wilkes-Barre, Pa. 
Millers Mutual Fire Insurance Company - Harrisburg, Pa. 

Millers Mutual Fire Insurance Co. of Texas, Fort Worth, Texas 
Western Millers Mutual Fire Insurance Co., Kansas City, Mo. 
National Retailers Mutual Insurance Co. 


Association of Mill and Elevator 
Mutual Insurance Companies 
230 East Ohio Street, Chicago, Illinois 


- - Chicago, Illinois 


- Des Moines, Iowa 


- Chicago, Illinois 


Page Twenty-two 


THE FEED BAG—MARCH, 1935 


i] 
| 
‘ 
| 
| 
| | 
| 
| 
| | 
| 
| | | 
| | 
| | 
. 
} } 
| | 
| | 


Buck Shots Club Selects 


Uebele as 


HE Buck Shots club, newly 

formed organization, comprised 

of feed men who were success- 

ful in bagging a deer last season 

and told about it in the February issue 

of The Feed Bag has a president. He 

is Walter Uebele, Burlington Feed Co., 

Burlington, Wis., who was chosen by a 

mail pool conducted among the present 
members. 


Roy LaBudde, LaBudde Feed & 
Grain Co., Milwaukee, ran a_ close 
second, while Colby Porter, C. S. Por- 
ter, Fox Lake, Wis., was the third best 
favorite. 


Mr. Uebele will hereafter be known 
as the “Big Shot” of the club and will 
be privileged to serve as chairman on 
all occasions when hunters get together 
to relate their exploits. His selection 
adds further fame to the city of Bur- 
lington which is known all over the 
country as headquarters of the Burling- 
ton Liars’ club. 


Mr. Uebele insists, however, that his 
account of the methods used in bagging 
his deer constituted the truth, the whole 
truth, and nothing but the truth. His 
story which won for him the presidency 
of the Buck Shots club and which was 
published in the February issue of The 
Feed Bag, reads thus: 


“Another fellow scared the deer up 
but when he went by my stand I 
grabbed him by the tail with my left 
hand. He was going so fast that I 
ran a quarter.of a mile before I could 
get my other hand on his tail, but when 
I did I twisted his tail until I had him 
‘lying on his back. Then J let go quick 
and grabbed his hind legs, pulled them 
together, got a scissors hold on them 
with my own legs, dove head first be- 


Well-Known Grain Man 
Dies in South 


John Kellogg, formerly associated 
with Harry Stratton, Milwaukee, in the 
Stratton Grain Co., and more recently 
head of the John Kellogg Co., Chi- 
cago, died at Miami Beach, Fla., March 
5, following a brief illness. He was 
49 years old. 


Mr. Kellogg was widely known in the 
grain business. He started his career 
with the Milwaukee Elevator Co., Mil- 
waukee, and joined the Armour Grain 
Co., Chicago, 20 years ago where he 
remained when it became the Stratton 
Grain Co. A year ago the firm name 
was changed to the John Kellogg Co., 
which operates a network of elevators 
in the Middle West. 


Mr. Kellogg was a member of the 
Milwaukee Grain & Stock Exchange. 
the Chicago Board of Trade, New York 
Produce Exchange, the Minneapolis 
Chamber of Commerce and the Kansas 
City Board of Trade. 


Among those left to mourn his death 
are three brothers, Fred, president of 
the Kellogg Seed Co., Milwaukee; Wil- 
liam, Minneapolis, and George, Payette. 
Idaho. Funeral services were held at 
Milwaukee, Friday, March 8. 


President 


tween his threshing front legs—and cut 
his throat.” 

Uebele further explained that the 
buck had 7,463% prongs, and measured 
63 feet 7.1 inches between the eyes. 

Those interested in joining the Buck 
Shots club, may obtain complete infor- 
mation by writing The Feed Bag, 210 
East Michigan street, Milwaukee. There 
are no membership dues. 


Country Elevators Freed 
From Sideline Codes 


Members of the country grain ele- 
vator industry whose retail sales in the 
preceding calendar year do not exceed 
10 per cent of the total volume of busi- 
ness and do not aggregate more than 
$10,000 are exempt from payment of 
any code assessment levied by any 
other trade or industry. This exemp- 
tion was granted in an order issued by 
the National Industrial Recovery Board 
on February 27 and becomes effective 
March 14. It was the result of an ac- 
tive fight carried on by the country ele- 
vator code group which sought freedom 
from side-line assessments. 

Pertinent provisions of the order are 
as follows: 

“It is hereby ordered that members 
of the country grain elevator industry 
be and they are hereby exempted from 
the payment of any assessment levied 
on the retail sales of such members of 
the code authority for any other trade 
or industry (1) to the extent that the 
volume of retail sales of any member 
of the country grain elevator industry 
does not exceed ten per cent (10%) of 
the totai volume of business done by 
such member during the preceding cal- 
endar year and (2) provided that the 
amount of the retail sales of such mem- 
ber during said preceding calendar year 
does not exceed the sum of $10,000. 

“It is further ordered that the grant- 
ing of this exemption shall not preju- 
dice the right of the members of the 
country elevator industry whose retail 
sales during the preceding calendar year 
slightly exceed $10,000 or are dis- 
tributed over divers codified retail opera- 
tions to petition the budget control of- 
ficer of the NRA for relief if any such 
member shall find that by operation of 
this exemption he is placed at a com- 
petitive disadvantage as against a mem- 
ber whose retail sales during the pre- 
ceding calendar month are slightly less 
than $10,000.” 


PEOPLES COAL, Ice & Grain Co., 
Shippensburg, Pa., has completed the 
installation of a complete Monarch feed 
mill system. 


HOWARD GEERING has been ap- 
pointed assistant manager of the branch 
office of the W. M. Bell Co., Milwau- 
kee, at Algona, Ia. His brother Wil- 
liam Geering is the manager. Howard 
is a graduate of the Marquette univer- 
sity law school but preferred to follow 
in his brother’s footsteps in the grain 
business rather than devote his time 
to a legal practice. 


THE FEED BAG—MARCH, 1935 


Mr. Uebele is hereafter to be known as 
the ‘‘Big Shot’’ as the result of his recent 
election as chief of the Buck Shots club. 
He is a former president of the Central Re- 
tail Feed association. 


VITALITY SALES STAFF 


Announcement has been made of two 
new appointments in the sales person- 
nel of Vitality Mills, Inc., Chicago. 
Harold W. Grass] is now divisional 
sales manager for the state of Illinois, 
and Fred W. Wicht has taken over 
sales work in the state of Michigan. 
Both men have been associated with 
the Albert Dickinson Co., Chicago, for 
many years and are well-known in the 
feed industry. 


FARM BANKRUPTCIES 


Farm bankruptcies during the fiscal 
year ending June 30, 1934, were 20 per 
cent less than the previous year, re- 
ports the bureau of agricultural eco- 
nomics. The total number in the year 
was 4,716 as compared with 5,917 in 
1933. Best conditions were in the East. 
North Central and Pacific areas where 
the 1934 totals were 32 and 35 per cent 
less than in 1933. 


New Department Opened 
By Donahue-Stratton 


The Donahue-Stratton Co., operating 
elevators with 4,000,000 bushels capacity 
on the C. & N. W. railway at Milwau- 
kee, has recently announced the open- 
ing of a new department to conduct 
a regular grain commission business, 
including the handling of consignments 
and grain “to arrive”. 

“Many dealers,” Edward Terry, of the 
Donahue-Stratton Co., said in making 
the announcement, “to whom we have 
been regularly selling grain and feed 
have asked us why we couldn't handle 
their consignments so we have opened 
this new department in order to be able 
to render complete service to the grain 
and feed trade.” 

The management of the new depart- 
ment will be under the personal direc- 
tion of Roy G. Leistikow who has been 
associated with the firm for the past 
15 years. 
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This building has 
quartered the Mil- 
waukee Grain & 
Stock Exchange, 
formerly the Cham- 

r of Commerce, 
for the past 55 years. 


Move May 


AFTER 55 YEARS 
in the “old building” 


AND 86 YEARS 


of grain trading 


at Milwaukee 


Help Us Celebrate by Advertising 
in “Doings in Grain at Milwaukee” 


e This souvenir book will be 
beautifully printed on fine 
enamel paper and handsomely 
bound with a special cover— 
a volume which everybody in- 
terested in grain and feed will 
be proud to have and to keep 
for years to come. 


@ The editorial content will in- 
clude a complete illustrated 
history of grain trading at Mil- 
waukee, roster of members of 
the Exchange, directory and 
description of the new building 
and many other features of in- 
terest and permanent value. 


e@ It will be distributed to the 
consolidated customer lists of 
members of the Exchange, at 
our opening ceremonies, at the 
Central Retail Feed Association 
convention and with our invita- 
tion ‘‘Come to Milwaukee”’ at 
the St. Louis convention of the 
Grain and Feed Dealers Na- 
tional Association—a guaran- 
teed circulation of 4,000 copies. 


@ The advertising rates are un- 
usually low, so that you will 
not only help us celebrate but 
get full value for your invest- 
ment. For information write 


MILWAUKEE GRAIN AND STOCK EXCHANGE 


MILWAUKEE WISCONSIN 
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the purchaser returned with the dog and remarked: 
“Son, I can’t get this dog to do any tricks.” ’ 
“Well, mister,” replied the boy, “you gotta know 
more than the dog.” 

So you too, as a merchant, must know more about your 
goods than the prospective buyer if you expect to make the 
sale. That doesn’t mean that you must know every detail 
about the lines you are handling. You can probably never 
expect to know as much about feed or machinery as the man 
who makes it—nor do you need to. But you should know 
enough to give the customer a clear picture of what the pro- 
duct will do for him and to answer any objections that come 
into his mind. You should know definitely what a customer 
really wants when he asks for a certain article. 


What Farmer Really Wants 

Does he want feed? No—milk, eggs, pork. 

Does he want poultry remedies? 
and cure, healthier flocks, more eggs. 

Does he want a manure spreader? 
richer soil, lower operating costs, less hired help. 

Does he want a cream separator? No—he wants extra 
cream that he isn’t getting by the present method. 

The dairyman does want a feed which will give him more 
milk and which will lower his milk production cost. But it isn t 
enough for you merely to say, “This feed will do that.” You 
need specific facts in order to convince the feeder. You will 
want to show him records from farmers proving your state- 
ment. If you dre just beginning to sell a new line of feed 
you can depend for a time on such records as the feed sales- 
man can give you from whatever section he may have them. 
However, just as soon as possible you should get records 
from some of your own customers, for one good record from 
a man everybody knows is more valuable than 100 exceptional 
records from the next state. ® 

It really isn’t difficult to get records if you make up your 
mind to do it. Practically every dairyman marketing his milk 
can give you fairly accurate figures. He is taking so many 
cans a day to the creamery or retailing so many quarts. He 
knows how often he buys feed and how long it lasts him. You 
know milk prices and feed costs so you should have no trouble 
figuring the cost of production from the information he gives 
you. The same is true with eggs and pork. 

Likewise you will want to know the results of whatever 
line of fertilizer you are handling. You will want to know 
performance records of separators and milking machines, ma- 
nure spreaders, gasoline engines and water plants if you are 
selling them. Factory figures on machinery are usually satis- 
factory because mechanical apparatus can be controlled to a 
large extent. Nevertheless even there it is best to have local 
performance records or statements from customers of your 
own. 

In some cases where it is either difficult or perhaps not 
good policy to try to get actual figures it may still be possible 
to get testimonial letters from satisfied users. Even a list of 
people who are using your particular product is partial evid- 
ence of its satisfying quality. Knowing what a product will 
do is the first major step in making a sale. 

Know How Goods Are Made 

When convinced that a product will make more money or 
give him greater satisfaction Mr. Farmer should be willing 
to buy. Figures will convince him in many cases. In other 
cases they will have to be supplemented with facts that show 
why a particular machine will operate more economically than 


. BOY had a trick dog which he sold. Two days later 


No—disease prevention 


No—less hard work, 
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Merchandising Farm Supplies 


Chapter 3. Know the Products You Sell 
By F. Harvey Morse 


another—why a particular feed will make more eggs or milk 
than a competitive ration. 


You will also want to know something of the materials that 
go to make up the product. If you are selling feed, naturally 
you will know the ingredients and analysis or at least know 
where you can refer to them quickly. You should know that 
certain ingredients supply a variety of proteins, others palata- 
bility and regulation, others vitamins or minerals or roughage. 

At the same time it is a good policy to know some of the 
fundamental principles of nutrition so that you can tell the 
feeder that he needs a well balanced, uniform mixture to main- 
tain body requirements of the animals and supply just the 
right materials for the production of milk, eggs, pork, beef, or 
horse power. You should also be able to tell Mr. Feeder that 
the grains going into your feeds have been thoroughly cleaned, 
that magnetic separators remove the tramp iron, that giant 
kilns reduce the moisture in corn to a safe point, that intri- 
cate but highly sensitive machinery assures the exact propor- 
tion of each ingredient in every bag, that specially designed 
mixers guarantee a uniform finished product. 

So, too, you should know something of the material and 
construction of the manure spreaders, tractors, milk separa- 
tors, plows, fencing, etc., which you handle. If a certain part 
is drop-forged instead of cast, you should be able to teli the 
farmer that and the reason why. If ball-bearings are used in- 
stead of ordinary bearings you should know that. 

You have only half sold your farm machinery or your ton 
of teed when you get it to the farmer’s place. The sale isn’t 
completed until the buyer is satisfied with the results of his 
purchase. No real merchandiser is satisfied with a single sale. 
His real profit comes from repeat business. But there won't 
be any repeat business if the first sale doesn’t ‘“‘make good”. 
It is highly important, therefore, that the merchant shows a 
farmer how to use his goods to get best results. 

Make it clear to the dairyman that he should only feed 
your dairy feed half and half with his home grains (if that is 
the proper proportion) and that he should take a week or ten 
days to change over from his present ration. Visit him several 
weeks later. Find out whether he is feeding right. Instruct 
him in the proper care of any machinery you sent him. See 
that it is properly installed. If it doesn’t work just right be 
prepared to work with him until it does. 

Know General Farm Problems 

The more you know about general farm problems the 
greater respect the farmer is likely to have for your judgment 
in recommending a certain item. Just because you are hand- 
ling feed as the major item doesn’t mean that you should 
know nothing about soils, crops or farm mechanics. 

Become familiar with farm management in general and 
you will be able to deal with complaints more intelligently and 
protect your own interests. If you are familiar with the prob- 
lems of housing and sanitation for instance, you can quickly 
determine that it wasn’t your feed that had killed 500 of the 
customer’s baby chicks or that it was abuse rather than poor 
workmanship that made a machine break down. 

Analyze New Products 

Progressive manufacturers are constantly developing new 
items for their lines. When such items are in stock make a 
special effort to learn just what place in the scheme of things 
they are intended to occupy. Frequently dealers will complain 
that certain items aren’t moving. Come to find out, the sales- 
man had suggested stocking those items when they were first 
introduced and the dealer having confidence in him placed the 
order but the salesman fell down in not thoroughly instruct- 
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ing the dealer as to the place the new item was to fill; the 
dealer fell down in not finding out! 

The chief source of information about lines you handle 
should be the manufacturer. Study his advertising, for there 
he relates the strongest reasons why a farmer should buy his 
product. Many manufacturers of products for the farm trade 
publish magazines which give suggestions to help the dealer 
sell. Some issue dealer sales manuals. Study such helps care- 
fully. And by all means study the manufacturer’s directions 
for the use of his products. 

The manufacturer’s salesman, likewise, should be a tremen- 
dous help to you and your sales force. Insist that he give you 
every bit of information he has available that will help you 


F. W. ELLISON is planning to open, 
a feed store at Sharon, Wis. He in- 
tends to handle baby chicks in addition 


Evansville, 
to a complete line of feeds and farm 


home February 


NOPCO XX 
Vitamin Concentrate 


and 


MAKES 
GOOD FEED BETTER 


JOSEPH W. LAMEY, 78, president 
of the Ziliak & Shafer Milling Co., 
Ind., passed away at his 
He had been asso- 
ciated with the firm for 55 years. 


gives your 
Customers 
more value 
per pound 
of Feed 


know your goods better and sell them more easily. Have him 
talk to your entire store force. If the manufacturer from 
whom you buy has sales schools or conventions for dealers, be 
sure to attend them. 


Trade papers offer valuable sources of information about 
general products and methods of merchandising them. Too 


many merchants still fail to realize the help they can get from 
this source. 


From the general farm standpoint, the bulletins of the 
United States department of agriculture and the state agri- 
cultural experiment stations are invaluable. So are the farm 
papers that are circulating within your trade territory. 


TORGENSON flour and feed store, 
Iola, Wis., averted a serious fire loss 
recently when a blaze created by an 
overheated stove was discovered by Mr, 
Torgenson and extinguished before it 
could do severe damage. 


JERSEY FIRM CHANGES 

Brooklyn & New Jersey Milling Co., 
35 Pavonia avenue, Jersey City, N. J., 
is now operating the plant of the 
Brooklyn Elevator & Milling Co., 
which discontinued business on Decem- 
ber 31. This plant is located at the 
end of the Erie grain elevator pier in 
Jersey City and is in charge of Barney 
J. Owens who was manager for the 
old firm for many years. 


E. C. DREYER, veteran feed job- 
ber and head of the Dreyer Commis- 
sion Co., St. Louis, is still away from 
his office, travelling in Old Mexico, 
where he celebrated his birthday on 
February 28. Mr. Dreyer has many 
friends in the feed trade and is presi- 
dent of the National Federation of Feed 
Associations. 


Big Chief Meat Scraps 
FOR POULTRY FEEDING 


trate. 


Makes More Dealer Profit 


pound. 


Let Us Quote You On 


A-1 Brand Meat Scraps... Malt Sprouts... 


Corn Oil Cake Meal.. 
Puritan Reef Oyster Shells.. 


414 Mitchell Bidg. 
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That’s why we always 
recommend NOPCO XX 
Vitamin A and D Concen- 


Give us a call so that we 
can tell you how and why 
NOPCO XX will give your 
feeds additional value per 


Mill Feeds... 
Oil Meal...Onyx Dried Grains...Brewers Dried Grains... 
.Clinton Corn Gluten Meal... 
. All Grades of Grain. 


DONAHUE-STRATTON COMPANY 


Milwaukee, Wisconsin 


MEAT SCRAPS 


= 


WAUREE 


The quality of Big Chief Meat 
Scraps has won the acclaim of 
satisfied poultry users and is 
building more sales and bigger 
profits for dealers. Order your 
supply now for the approaching 
poultry season. 


Milwaukee Tallow & Grease Co. 
131 So. 7th St., Milwaukee 
JOE FREE, Manager 


DEUTSCH & SICKERT CO., Distributors 
CHAMBER OF COMMERCE 
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STANLEY’S 
CROW REPELLENT 


THE STANDARD FOR OVER 20 YEARS 


Protects the farmers corn crop from Crows, Pheasants, Black- 
birds, Larks and all other corn-pulling, birds and animal 
pests such as Moles, Gophers, Woodchucks, Squirrels, etc. 


LIST PRICES 


(1 Quart) Enough for 
4 bushels of seed. 


(1 Pint) Enough for 
2 bushels of seed. 


(% Pint) Enough for 


$1.75 


1.00 
.60 


RESAVES 1 bushel seed. 
FROM YOUR JOBBER OR 


DIRECT FROM US. 


Manufactured only by 


The Cedar Hill Formulae Co. 


P. O. Box 1129G New Britain, Conn. 


t him out 
is ick 


Lower Your Production Costs 


SARDILENE 


®@GIVES MORE VITAMIN D PER DOLLAR 


Satisfy your customers with SarDilene mixed mashes. 
It has been proved—feeders want it. SarDilene, the 
original sardine oil produced in America, pioneered 
the poultry field and continues to pioneer with new 
scientific discoveries and newly perfected, rigidly 
controlled processes of manufacture. Rigidly 
tested by Colleges, Experiment Stations, large feed 
manufacturers and commercial poultrymen, it has 
been proved, SarDilene solves the vitamin D problem. 


®CONTAINS AMPLE VITAMIN A 


SarDilene carries ample amounts of vitamin A which 
is stabilized in mixed feed through a special treat- 
ment given the oil. It assures better pigmentation, 
better feather growth, and smocthness of plumage. 


@SELECTED—REFINED—-PROVED 


SarDilene is carefully selected sardine oil man- 
ufactured from edible fish and refined under the ex- 
clusive, rigidly controlled Booth process. All Sar- 
Dilene is biologically tested on chicks and proved on 
the basis of {| of 1% in the eight week Wisconsin 
Rachitic Ration. 


Cash in on our advertising campaign in leading 
poultry journals. Satisfy your customers with 
SarDilene in your mashes. Write for information 
and literature. 


F.E. BOOTH COMPANY, Inc. 


pt.—I Farley Bidg., CLEVELAND, O. 
110 Market St., SAN FRANCISCO, CALIF. 


Cheaper Than Corn 


We will be glad to have your 
inquiries for Samples and 
Delivered Prices. 


Minneapolis 
Duluth 
Portland 

San Francisco 


Chicago 

Toledo 

Omaha 

Ogdensburg Boston 
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@“ DRI-NIC,” our new nicotine compound, now makes it 
possible to realize all the advantages of mixing tobacco with 
your mashes without danger of toxic effect on the birds 
or interruption of production. 
When the mash is fed, ‘‘DRI-NIC”’ passes unchanged 
to the intestines where the nicotine is released right at the 
point where roundworms live. Odorless—- tasteless. Chicks 
started on “‘DRI-NIC” are guarded against roundworm in- 
festation. Older flocks should be given a treatment with 
“Black Leaf” Worm Powder—then “DRI-NIC” in the mash 
will guard against reinfestation. 
“‘DRI-NIC”’ is sold in 100 Ib. bags. Use at the rate of 2 Ibs. 
to 100 Ibs. of mash. Write for further information. (3546) 


Tobacco By-Products & Chemical Corporation 
Ineorporated ... Louisville, Ky. 
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F Pecos Valley Alfalfa Mill @ 


Hagerman, N.M. 


TRY OUR 
PECOS SPECIAL 


IT’S BETTER 


Your inquiry would be appreciated. 


Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 
HAGERMAN, NEW MEXICO 


HARRY S. KLEIN, formerly man- 
ager of the ¢ash grain department for 
Bartlett-Frazier Co., has organized a 
new firm which he is operating under 
his own name. He is located in the 
Board of Trade building, Chicago. 


CLO-TRATE BOOKLET 

A practical and educational booklet 
entitled, “The Need for More Vitamin 
A in Poultry Feeds” has just been is- 
sued by the Health Products Corp., 
Newark, N. J., manufacturers of Clo- 
trate, concentrated cod liver oil. The 
booklet is attractively illustrated and 
gives the results of actual tests obtained 
in using larger quantities of vitamin 
A in poultry rations. Copies will be 
furnished by the firm free for the ask- 


SAVOY GRAIN & Coal Co., Savoy, 
Ill, has built a new addition to its 
plant to house a feed grinder and mixer. 


ANDREW STEWART, 40, proprie- 
tor of the Dorismill Feed Co., Dorothy, 
N. J., was found dead at his home of 
a self-inflicted wound February 13. 


MOLASSES IN CANS 


Maney Bros. Mill & Elevator Co., 
Minneapolis, Minn., announces that it 
is offering molasses to the trade in five- 
gallon cans. Advantages pointed out 
are that they can be kept conveniently 
in warm places and also sold by the 
dealer direct to the farm trade. Details 
on the product in these new containers 
will be gladly furnished by the firm on 
request. 


ULTRA-LIF 


101 S. 35th Street 


for Feed Manufacturers 


Use Ultra-Life to mix a super feed with all 
six vitamins—A, D, Eand G. Produces 
better results at less cost. 


ULTRA-LIFE LABORATORIES 


ALL VITAMIN 
CONCENTRATE 


Easy to mix. 


EAST ST. LOUIS, ILL. 


ONLY ONE 


® There is only one Concen- 
trated Cod Liver Oil that is 
concentrated in both Vita- 


mins A and D. 


Get the details. 


® Use Clo-trate Concentrat- 
ed Cod Liver Oil. 
no more than ordinary con- 
centrates, gives better results 
and makesa good feed better. 


It costs 


pleasant. 


You’ll like the Nicollet... 


because you have a choice of 600 spacious, sun- 
lit rooms with deep luxurious beds, soft water 
for bathing; because you'll receive thoughtful, 
convenient service; because you'll enjoy the ex- 
cellent foods served in the beautiful Minnesota 
Room and in the smart Coffee Shop; because 
everything possible is done to make your stay 


NICOLLET HOTEL 


LA BUDDE FEED & GRAIN CO. 


Milwaukee, Wis. 


MINNEAPOLIS 


Chamber of Commerce Official AAA Hotel - W.B. Clark, Manager 
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FRED DE HOFF, sales manager, F. 
E. Booth Co., Inc., San Francisco, Cal., 
recently spent several days at Milwau- 
kee and Madison, Wis. He was accom- 
panied by Mrs. DeHoff. 


STOLFUS & MILLER, Kalona, Ia., 
have sold their feed store to Douffman 
& O’Laughlin. 


ISSUE HOUSE ORGAN 

“Feedfax,” a monthly publication, is 
being issued by the Consolidated Pro- 
ducts Co., Danville, Ill., manufacturers 
of Semi-Solid buttermilk other 
buttermilk products. It contains up-to- 
date feeding information of particular 
interest to hog, poultry and turkey rais- 
ers. Those interested in being placed 
on the mailing list are requested to 
write the company at Danville, Til. 


ATMOSPHERE 


COMFORT 
in CHICAGO 


All Chicago offers you 
nofiner address than the 
Auditorium Hotel on beau- 
tiful Michigan Avenue 
just a few steps from 
the Loop. Every fine 
hotel service and et 
at surprisingly lowco 


The 
Aup!roriuM 
HOTEL 
Geo. H. Mink, Mgr. 


WITH PRIVATE SATH 


MICHIGAN BLYD ef CONGRESS ST. 


from 1 Broadway, New York City 


to Pershing Square Bidg. 
New Rochelle, N. Y. 


may we ask that you correct 
your records accordingly — 


OYsTER SHELL PRopucTs CORPORATION 


New Rochelle, W. Y. 


Pilot Brand . Reef Brand . Oyster Shell Flake 


HAVE 
MOVED 


our EASTERN OFFICE 


London, Eng. 


St. Louis, Mo. 


Dams and Offspring 


@ Are you meeting the feed require- 
ments of the livestock and poultry 
raiser? Many farmers and stock men 
do not realize the importance of min- 
eral feeds. These have many uses, but 
an important one which is often over- 
looked is supplying the mineral needs of 
producing animals and their offspring. 

Pregnant cows, sows, ewes,and mares 
that have been given a ration of Ar- 
mour’s Special Steamed Bone Meal 
have stood the strain of pregnancy 
and birth-giving better, have produced 
stronger offspring, and have given 
more milk than those not given a min- 


ARMOUR ann COMPANY 


Dept. C, Union Stock Yards, Chicago 


eral supplement. This same feed has 
been found beneficial to young.calves, 
colts, and pigs. 

Similarly Armour’s Meat and Bone 
Scraps has been found an effective 
feed for lambs and laying hens, while 
Armour’s Poultry Bone has produced 
excellent results forall poultry, greatly 
reducing the mortality among chicks. 

The advisability of using Armour’s 
mineral feeds is obvious. You can in- 
crease your sales by talking their uses 
to your customers. For the sake of 
your own profit you should carry the 
full line of Armour Feeds. 
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Order a Mixed Car of 


Golden Loaf Flour 


The flour with the Vim and Pep left in 


Bran and Middlings 


—RHigher in Protein— 


he 


= 2 
EN TENNANT & HOYT CoO. 
LAKE CITY, MINN. 


My 


AGS 


USED 


BURLAP 


AND 


COTTON 


INDIVIDUALITY 
ALL BAGS VACUUM _ CLEANED 


BAGS 
TWINE 


WE BUY FREDMAN BAG CO. 


JERRY AUGUST, J. August Feed 
Co., Fairfield, Conn., has moved to a 
new and larger location to take care 
of increased business. 


RAY R. FARLEY, Green-Farley 
Co., Janesville, Wis., recently spent a 
three weeks’ vacation visiting several 
points in the South. He was accom- 
panied by his wife and two sons. 


SARDILENE BOOKLET 

Information regarding the value of 
sardine oil as a preventive for vitamin 
A and D deficiency in poultry rations 
is presented in an interesting folder 
which has been issued by the F. E. 
Booth Co., San Francisco, Cal. Copies 
of the folder will be supplied free to 
dealers on request. 


OHIO 

Horn elevator, Lakeville, has installed 
a new feed mixer. 

Lewis & Drake, Lebanon, have 
moved into new office quarters. Their 
former establishment was destroyed by 
fire last November. 

Maumee feed store, Maumee, has in- 
stalled an incubator and will market 
baby chicks this season. 

Ernest F. Netzel has been appointed 
manager of the new Pennsylvania ele- 
vator and feed mill at Millersville. 

Arthur Lochner has opened a feed 
store at Phillipsburg. 

Cc. C. Craig, for several years man- 
ager of the Hume Equity Exchange. 
has purchased the business. 

F. J. Beasley Co., Athens, has in- 
stalled a new hammer mill and feed 
mixer. 


HIAWATHA e 


GROUND GRAIN SCREENINGS 


(BULK OR SACKED SHIPMENTS) 


A domestic grain and flax seed screenings mixture, carefully 
blended to assure constant uniformity, thereby meeting the de- 
mands of the most discriminating. 


(A Most Profitable Base for Feed Manufacturers) 
WE SPECIALIZE IN ALL TYPES OF SCREENINGS 
Write or Wire for Prices 


Hiawatha Grain Company 


MINNEAPOLIS, MINN. 


EW RICHMOND 
ROLLER MILLS CO. 


NEW RICHMOND, WISCONSIN 


Mill Feeds 
Coarse Grains 
Feeding Oatmeal 
Sardilene Oil 


MIXED OR STRAIGHT 
CARS 


CORN 


BUFFALO 


the standard 
CORN GLUTEN FEED 
has the two important qualities desired by feeders: 


i (1) A high content of CORN GLUTEN and CORN SOLUBLES. 
Lee (2) The RIGHT CONSISTENCY for dairy feeding. 


25% Protein 


CORN PRODUCTS SALES CO. 


NEW YORK and CHICAGO 
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S. J. BROWN, Brown Supply Co., 
Valparaiso, Ind., returned recently from 
a two weeks trip to Florida. 


W. D. SPRINGER, Indianapolis. 
Ind., director of the Indiana Grain Deal- 
ers association, recently departed for an 
automobile trip to Mexico and _ the 
southwestern states. He was accom- 
panied by Mrs. Springer. 


ILLINOIS 

Elmer N. Johnson, Princeton, has 
opened a feed store in connection with 
his cream station. 

Rufus Young, Sharon, has purchased 
the business of the Big Foot Milling 
Co., Big Foot. 

John C. Dillinger has opened a feed 
store at Carbondale. 

Rosborough & Kirtland, Orlong, have 
remodeled their feed store and installed 
an incubator. 

Roscoe Warber has opened a_ feed 
store at Sycamore. 

Marion Jameson, DeKalb, is opening 
a feed store. 

D. C. Ralston, Ralston & Ralston, 
feed and implement dealers at Capron, 
has been recommended for appointment 
as postmaster of his town. 

Lewis E. Jack has opened a_ feed 
store at Grayville. 

S. H. Waite has purchased the Craw- 
ford feed store, McLeansboro, and will 
operate it under the name, Critic Feed 
Co. 

Grant Meyers has opened a feed store 
and hatchery at Decatur. 

Scheldbauer Bros. have opened a 
branch feed store at Newton which 
they will operate in connection with 
their present business. 


RED &} ROSE FEED 


Something more than carefully se- 
lected ingredients; something more 
than scientifically balanced proteins, 
carbohydrates, fats and vitamins; 
something more than a full measure 
of clean, energy-producing feed for 
all livestock ... 


and that something more is the name 
Eshelman. 


For ninety-two years that name has 
meant reliable feeds for poultry, dairy, 
swine and other livestock producers. 
So, when your customers look for a 
feed to make more meat, milk or eggs 
++. point to the name “Eshelman”; 
your profit and theirs is in the bag. 


JOHN W. Ethelnan & SONS 


LANCASTER, PA. 


Mills: LANCASTER, PA., YORK, PA. 
CIRCLEVILLE, O. 


<a] ‘‘All your needs in grain and feeds’’ > 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 


THE HUBINGER COMPANY, Keokuk, Ia.......................... Gluten Feed 

Kansas > Mo. il 

FAIRMONT CREAMERY CO., Buttermilk 

Blackstrap Molasses 


FERNANDO VALLEY MLG. & “Cal... Aifalfa Li ot Meal 
le a 

HEALTH PRODUCTS CORPORATION...._ od I ot 


All poultry rations should include liberal quantities of DAIRYLEA DRIED 
SKIM MILK. Also gcod in all rations for calves, poultry and swine. 
Carried by principal feed merchants throughout eastern territory. 


Manufactured and Distributed By 


DAIRYMEN’S LEAGUE CO-OPERATIVE ASSOCIATION, Inc. 


11 West 42nd Street - New York, N. Y. 


Girt 


You can increase your flour sales 
by recommending 
MINNESOTA GIRL FLOUR. 
A trial will prove its merits. 
Let us include MINNESOTA GIRL 

FLOUR in your next car of 


@ Queen Wheat Feed 
Cherokee Pure Bran 
® Cherokee Middlings 


WIRE US FOR PRICES 


MILLS, INC., Minneapolis, Minn. 


Guaranteed 


CAPITAL FLOUR 
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WISCONSIN 
Hanson and Lester Gilbertson 


CLASSIFIED | 


have started a feed store at River Falls. 
City feed mill, Stoughton, is now open 
for business under the management of 


Lindsay 
Feed 


Service department for our read- 
ers. Low Rates: 25c per line; 


4 minimum $1.00. H. Norris Klongland. 
i Hartland Lumber & Fuel Co., Hart- Mixer 
smeenens, land, has installed a new feed mixer. Is indispensable 


Edward Baumgartel has opened a 
flour and feed business at 1111 So. 5th 
street, Milwaukee. 

Kilbourn Cooperative Exchange, Kil- 
bourn, has installed a new feed mixer. 


i JOE: That Arctic Cod Liver Oil is much better 
4 than the kind I have been eaeg the last 3 years. 
Am writing you a letter. JOHN. 


to the modern 
feed business. 
Can you afford 
to be without? 


MOLASSES DRUMS FOR SALE 


Molasses Drums, washed and clean, complete 
with gaskets and fittings, local or carload lot 


The Cost 
hi ts. P ble. NORTH- " 
WESTERN BARREL COMPAN Y. Milwaukee, - Deutsch & Sickert Co. 7 Is Low 
LINDSAY BROS,., Inc.| 
MEDIUM RED CLOVER SEED MILWAUKEE Dept. K WISCONSIN i 


A limited amount of good quality Wisconsin 
grown medium red clover seed for sale at a right 
price. THE DADMUN CO., Whitewater, Wisc. 


Chamber of Commerce Milwaukee, Wis. 


EXCELSIOR MILLING 


HAMMER MILL SCREENS 


Save money on all sizes of Hammer Mill 
Screens. Write for prices. MILL PARTS CO., 
Dept. 20, West Bend, Wis. 


M. G. Rankin & Co. 


HAY AND MILL FEED 


Write for Prices 


Midland Hay & Feed Co. 


Minneapolis, Minn. 


FEED and GRAIN 


Keokuk Corn Gluten Feed 
Chamber of Commerce Bidg., Milwaukee, Wis. 


CANE OR BEET 
50 gallon drums and 5 gallon cans 
MANEY BROS. MILL & ELEVATOR CO. 
Manufacturers and Jobbers of Over 100 Kinds of Feed 
MINNEAPOLIS - - - MINNESOTA 
Established 50 Years Ago 


WILBER FEED Co., INC. 


JOBBERS MILLFEEDS 
JAMESTOWN, NEW YORK 


COMPANY 


MINNEAPOLIS MINNESOTA 
Specialty Millfeeds 


CAMEL 
ZEBRA 
JUMBO 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 
Carlots and Mixed Cars 
FLOUR, MILLFEED 
OILMEAL, ETC. 

502 Corn Exchange Bidg. 
MINNEAPOLIS, MINN. 
“Stand by Stan’”’ 


FEEDSTUFFS 


Both Cash and Futures 


DREYER COMMISSION CO. 
(At it since ’92) 

Merchants Exchange St. Louis, Mo. 

Board of Trade Bldg. Kansas City, Mo. 


CEREAL 


GRADING CO. 
MINNEAPOLIS 


SPECIALIZE IN 


GOOD 
CORN and OATS 
For 
WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US. 


anity Fair 


Flour 


Laboratory Tested. 
Made Right and Priced Right. 
Write for our prices in straight 
and mixed cars with bran, midd- 


lings, Cannon feed (flour midd- 
lings), and Billie feed (red dog). 


Cannon Valley Milling Co. 


Established 1892 


FRANKE GRAIN CO. 


incorporated 


GRAIN AND FEED 


NEwsom 


FEED CO. 
Feedstuffs 


166 W. Jackson Bivd. Chicago 


BACK UP! 


Your truck at our wholesale 
warehouses for ton lots of... 


Meat Scraps, Millfeeds 
Buttermilk, Alfalfa Meal 
Cod Liver Oil 


ANYTHING AND EVERYTHING 
IN THE LINE OF FEEDS. 


FEED SUPPLIES, INC. 


3328 West Cameron Ave., North Milwaukee 
1637 South 83rd St., West Allis 


usiness 
expands with 


Printed messages 
They are profitable 


R “pros ORTSCH 
BROS. Co. 
EstasuisHep 1894 

PRINTERS 
LITHOGRAPHERS 
BINDERS 

522 N. MILWAUKEE STREET 

Brospway 1076 WISCONSIN 
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NEW DISTRIBUTOR 

F. E. Booth Co., Inc., San Francisco, 
Cal., has appointed the Wayne Broker- 
age Co., 60 East Willow street, Minne- 
apolis, as distributor for its product, 
SarDilene, in the northwest area. The 
Wayne Brokerage Co. is headed by 
Wayne Fish, who was formerly asso- 
ciated with the Shere Brokerage Co. 


MOVES OFFICES 

Oyster Shell Products Corp. an- 
nounces the removal of its offices from 
1 Broadway, New York, N. Y., to the 
Pershing Square building, Rochelle, N. 
Y. Pilot and Reef Brand oyster shells 
are produced by the firm. Other offices 
are maintained in the Shell building, 
oP gaa Mo., and in London, Eng- 
land. 


Don't forget to say you saw the Ad in THE FEED BAG 


Personal Service... 


ROY I. CAMPBELL 


COMMISSION MERCHANT 


BARLEY A SPECIALTY 


MILWAUKEE 


Direct Country-run Shipment 


CORN lowa and Minnesota 


MULLIN & DILLON COMPANY 


MINNEAPOLIS 


OATS 


SNOW WOODWORTH 
& COMPANY 


Wholesale Grain 
and Feed 


807 Chamber of Commerce 
MINNEAPOLIS, MINN. 


SERVICE 
FOR 
Ke DEALER 


for Mashes 


Superior Ground Flax 
Screenings 


Economy 16% Dairy Feed 


Balanced Concentrates 
for Batch Mixers 


Fruen Milling Company 
MINNEAPOLIS, MINN. 


YEAST 


13% of our YEAST will make 
your mashes and feed outstanding. 
IOWA’S BEST POULTRY & 
ANIMAL YEAST is guaranteed 
highest quality, manufactured un- 
der laboratory control which as- 
sures you of the highest quality and 
uniformity at all times. Trial 5 lbs. 
$1.00 postpaid. 100 lbs. $10.00 
freight prepaid. Better prices on 
larger quantities. Write for sam- 
ples and literature. 


IOWA’S BEST PRODUCTS COMPANY 
Dept.f Cedar Rapids, lowa 


Dependable 
Western 


Alfalfa Meal 


for 
Dairy and 
Poultry Feeds 


The Denver Alfalfa 
Milling & Products Co. 


LAMAR, COLORADO 


Branch Sales Office, 
403 Merchants Exchange. 
St. Louis, Mo. 


hee nore of «tits 


~ 
— 


LINSEED MEAL WITH 
FLAXSEED SCREENINGS 
OIL FEED -30% PROTEIN 


GUARANTEED ANALYSIS 
30% FAT FIBRE 10% 
BOHYDRATES 47% 
(NITROGEN FREE EXTRACT 37% FIBREI 
INGREDIENTS 
PURE OLD PROCESS LINSEED MEAL 
D FLAXSEED SCREENING 
OIL FEED 


SPENCER KELLOGG ‘x: 2 
: MINNEAPOLIS, MINN. 


=|) Mixed Cars 


Quick Turnover 


3 
Advertised 
Products 


Marblehead “98” 


(Calcium Carbonate) 


Marblehead Lime Ration 


(For distribution by Dealers) 


Marblehead Lime Grit 
(For Poultry) 


Send for 
Booklets 
Samples 
Mail Plan 


MARBLEHEAD LIME COMPAKY 
CHICAGO 
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RIEBS 


VIEW 


Vol. 3, No. 3. 


March, 1935 


Milwaukee, Wis. 


Barley is one of the most 
ancient of cultivated plants or 
grasses. Its cultivation is men- 
tioned in the Bible and it was 
grown by the ancient Egyptians, 
Greeks, Romans and Chinese 
long before the Christian era. 
It is found growing wild in Asia 
which is considered its original 
home. 


For top prices ship your 
barley to Riebs. 


If your farm customers have 
good malting barley, it will pay 
them to sell it to you and buy 
feeding barley which can _ be 
obtained at a lower price. 


Send Riebs your barley 
samples for expert analysis 
and fair price quotations. 


SPEAKING OF BARLEY 


Barley grows best in good clay 
soil having sufficient phosphor- 
us and potash but not an ex- 
cess of nitrogen fertilizer. A cool 
summer with plenty of moisture 
results in plump, healthy kernels. 


Take a tip from satisfied 
dealers and elevator opera- 
tors. Ship your barley to 
Riebs. 


Seeding time will soon be here. 
Encourage your farm customers 
to plant the malting varieties of 
barley which are, Oderbrucker 
and Velvet. 


You get prompt, courteous 
attention when you _ ship 
your barley to Riebs. 


Published Monthly by The Riebs Co., Milwaukee 


EUREKA CORN CUTTERS 


“the machine that made steel-cut corn famous’’ 


No. 2 No. 1 
6000-8000 Ibs. 4000-6000 Ibs. 
capacity. 


2400-3000 Ibs. 


Eureka Corn Cutters produce economically 
the largest amounts of clean-cut corn in the 
large and medium sizes, with a minimum of 


meal by-product. 
not require polishing. 


Eureka-cut corn does 


Write today for de- 


scriptive catalog No. 122, details and prices. 


S. HOWES Inc. 


Silver Creek, N. Y. 


—Better Built Bags— 


BAG FACTORIES - COTTON MILL - BLEACHERY 


TALK ABOUT BAGs! 


(Quoted from Customer's Letters) 


“| think you manage 
to get service where all 


others fail.” 


WERTHAN BAG CORPORATION 
NASHVILLE — NEW ORLEANS 


IN EVERY ROOM 


Completing our 200,000 
Modernization Program 


Famous Food in 
the Coffee Shop 
BREAKFAST. . .. 25¢ 
LUNCHEON ... ..35¢ 
DINNER... 65¢ Upward 


e 
ALL ROOMS 
Baru $6.50 
UP 
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Published in the mu- 9 
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\ feeder, the feed deal- 
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@ No manufactured product is more rigidly supervised than 


Branded Commercial Feeds. 


From field to feeder Federal and State inspections 
guarantee conformity with feed regulations. 


These inspections insure greater returns per feed dol- 
lar than is possible from haphazard, uninspected, un- 
known mixes. 


As with Branded Feeds, so with Branded Ingredients. 
Each is backed by the reputation, experience and integ- 
rity of its producer. And both branded feeds and Branded 
Ingredients are essential to gaining and holding customer 
confidence. 


Many progressive feed manufacturers have proved, to 
their own satisfaction, that certain branded ingredients, 
like branded feeds, are more dependable. 


They have found, too, that a good poultry feed requires 
a good oil supplement— that CLO-TRATE, the only oil 
concentrated in both vitamins A and D, serves a double 
purpose more economically — that it is manufactured un- 
der the same rigid supervision and control the feed 
manufacturer applies to his product. 


In a word, more and more manufacturers are finding 
that CLO-TRATE does make a good branded feed even 
better. 


Health Products Corporation, manufacturers of 
CLO-TRATE, the concentrated cod liver oil, Chicago 
..- Newark, N. J. ... San Francisco. 
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King Midas Dealers Retain 
Choicest Trade 


Profitably 
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Distributors of 


King Midas 


rice 
WORTH ALT OSS 


KING MIDAS MILL co. 


MINNEAPOLIS, MINNESOTA 
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